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** It’s Irwin’s exclusive hollow ground point 
that makes the Speedbor “88” your best seller 


IRWIN SPEEDBOR ‘88’ WOOD BITS for 
electric drills and drill presses hore faster 
at any angle. sell faster in anv store. 
Imitated but never equalled in’ boring 
efhciency in hardest or softest woods — 
evel plaster and plastics. No wobble. no 
run-out. 14” machine-ground shank 
chucks perfectly. Forged in one piece 
irom solid bar of special bit steel, heat 
treated full length, machine-sharpened. 
Wider size range and special features 
guarantee faster turnover, complete cus- 
tomer satisfaction. more repeat sales: 

EXCLUSIVE HOLLOW GROUND POINT with 
Irwins special cutting edges starts holes 


faster, permits spade-tvpe cutters to go to 
work faster for up to 5 times faster boring. 
Holes are cleaner, more accurate, too. 
EXCLUSIVE SIZE RANGE. From |,” to 1!'4”, 
ly open stock sizes in all. 

NEW ROLL KIT ASSORTMENTS of 4. 6. 
Speedbor “88" bits increase unit sales, add 
bigver dollar volume Plastic CZ * set H 
popular sizes also available, 


and 13 


every bit as good as the name 


NEW SELF-SELLING SELLOPAK display 
lor 517s 1,” 


jackets 
thru 1” dress up bits to invite 
more impulse purchases and self-serve sales 
NEW DISPLAY PANEL. Free with assortment of 
20 Speedbor “88” bits in fastest selling sizes 
All metal 


small 


one-piece construction, Fits in 
Miounts easilv on 
hoard. island tables. doors fo 
trative 


Sphae e. wall. poe 7 
use at multiple 


points throughout store. 


Order from your 
Irwin wholesaler today 


The Irwin Auger Bit Company 
Wilmington, Ohio, USA, since 1885 
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"888" POWER TOOL , penceneP or pynmnanee 
vugge: pnt his powerful, smootn 
“tt cy sh — San running, fine-finish 
Powers inexpensive Qa tin tensa Pes : ~ hen 

c uc is eive | >s 


tachments to make up a 
16-tool power workshop ) faster than hand sanding 
= r? 


+ * 


DRIVER-DRILL JiG SAW 
A Millers Falls first Cuts wood or metal. Ex- 
High-torque, reversing clusive ‘angle’ blade 
screwdriver and ° makes it fastest-cutting 
drill in one too lig saw in its field. 


With full 2.7 omnis motor and geared to 2250 RPM 
for high torque, this versatile new drill drives 
motched attachments to make a complete 


» - 


nm Fatior the famous “888” Power Work: © 
makes it possible to own a wide variety — 
it power tools ot far pe rye aaa 





Selling with 


There’s been a boom in warranties. A 
manufacturer’s warranty card now comes 
with almost any mechanical item you can 
think of — from electric shavers to out- 
board motors to hi-fi components. 


For the most part, these warranties are 
made in good faith by the manufacturers, 
and can give you a strong selling advan- 
tage over unwarranted competitive mer- 
chandise. A customer is more ready to buy 
when he’s sure the item is protected for 
three months or a year from defects in 
materials and workmanship. 


However, here’s the trouble with some 
warranties: 


After a month or two of satisfactory 
service, something goes wrong. It’s a true 
defect in the item, and it’s covered by the 
warranty. But what does the warranty 
card savy? Something like this: “Pack the 
item carefully and send it prepaid to the 
manufacturer along with so-and-so amount 
of money for return shipping. This charge 
is not for parts or repairs, but only for 
postage and handling.” 


The customer wants and deserves faster 
service than that. And he doesn’t want to 
take the trouble and pay the cost of ship- 
ping a sick appliance back and forth. He 
gets mad. And probably you take the beat- 
ing. If there’s a service center for that 


LAWN® BOY 


Want more facts? 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + JANUARY 29, 1959 


the warranty 


item in your town, you’re lucky. You just 
send him there and save him the bother, 
the expense, and the time of mail-order 
repairs. 

Now when you sell the big-ticket LAWN- 
BOY you're even luckier. First of all, your 
selling edge is tremendous. Every new 
LAWN-BOY power mower you sell is backed 
by a full-year factory warranty. And this 
warranty applies under normal use to 
every part of the mower—the engine in- 
cluded, because, as you know, we make and 
service our own engine. With a strong war- 
ranty like this, you can even better fight 
the competitor who sells power mowers 
strictly on price. 

What’s more, you can prove the effec- 
tiveness of this warranty yourself. With 
your own service department (which I’ve 
been preaching for over a year in this 
column), you never have to send your cus- 
tomer to a competitor for warranty work 

and, believe me, there’s very little 
work needed on a LAWN-BOY under war- 
ranty. It pays you to offer this assurance 
to your customer — and of course LAWN- 
BOY pays the tab for warranted parts. 


Don’t pass up the LAWN-BOY one-year 
warranty when you come down to the short 
strokes of selling a new mower. It’s one 
more way you can make quality outsell 
price. 


- eQnw, San 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Makers of dohasan and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 
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BANQUET SIZE ({ 
CORY 


RUBBERLESS COFFEE BREWER | S=ui 


75° VALUE 


OW 3423 


A BIG BIG VALUE for your 
customers ...and PROFIT PACKED for you! 


Limited Time Only!...Order model DIG-S Special 
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see orn se re a a EE 
Call your distributor today! "Co RY 
sawre’ 
THE PROFT! 
Everyone needs a BIG coffee brewer for dinner parties and other get- 
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% 

: 

# ~ | 4 || # 
‘a + R epey & 
togethers. Here it is... priced to pack your store... and loaded with 4 LINK I On os 
selling features! Makes 4 to 12 cups of wonderful coffee. The trend is he 


sean eu nae 20 we Re RE SE 


to glass for better, purer coffee flavor. And this Cory Coffee brewer is 
all glass... heat resistant glass. No rubber bushing to tug or twist, wenetapted 
nothing can wear out. And there is no other material to add a metallic or — oo 
foreign taste. Includes upper bowl, decanter with handy cup markings, 
famous CORY Glass Filter Rod, heat-proof handle. Here’s a rare opportu- 


3200 W. Peterson Aveune 
nity for you to offer something everyone needs... at retail saving of 43%. Chicago 45, Illinois 


ANOTHER 


CORPORATION 
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Hardware Age Special 
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ACCO You make? 9242 profit 


on this ?*9535 chain assortment 


Values 


Price also includes Chain Sales-Maker Display 
—a powerful “‘Silent Salesman’”’ 
that does most of the work for you! 


@ Put new life into chain sales and profits with the CHAIN 
SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal —per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient —handy mounted 


cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you... first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 


Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 

Garage doors Gymnasium equipment 

Pipe hanging Furnace regulating 

Porch swings Ornamental uses 


Playground equipment Furniture braces 
Lawn borders Fire escapes 


SPECIAL NOTE: 


When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 


pins ... they’re all good profit makers that go 
with chain sales. 


American Chain Division 


AMERICAN CHAIN & CABLE 





Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco 


Want more facts? Circle 103, p. 53 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 


EDITORIAL STAFF Back door leakage a aes 


William A. Phair, editor 


E. L. Barringer, managing editor ; ssaties 4 cas ia 2 ' : 
id i Pini Sheba aa We don’t usually talk about political subjects in these pages. There 


James M. Dixon, associate editor is more than enough happening in hardware these days to occupy our 
R. C. Rittenhouse, associate editor full attention. 

John H. Lucas, assistant editor 

George H. Baker, Washington editor 


Ray M. Stroupe, Washington editor But it seems to me that while we are busy watching the competi- 
Pee Se RR: Se ee tion through the front door, we are not aware of some very serious 


Albert J. Mangin leakage of capital through the back door. 


“Who Mokes It’’ Directory editor 
Paul Wooton —— ; —_— ses 
Niteckinatin seliiat eitictel tase This back door leakage has a very fancy name; it’s called “‘infla- 
eG aete: tion.” But, no matter what you call it, its effect on a small business, 
Manager, Reader Service such as a hardware store, is painful and serious. 
BUSINESS STAFF 

C. C. Read, advertising manager This back door leakage, encouraged by short sighted politicians, 
E. J: Seltick —- h Dept. . . 
Ra og Bichinaen. ntadection sania ‘an do you more rea! harm than any competitor you will ever face. 

Dentesal Olin It’s about time, I think, that we began to worry about this leakage 
Boston 160. Mass. an . 
John ©. Wilcox, 10 High St. out the back door. 
Telephone: Liberty 2-4460 


New. York 7, N.Y. rg Look at this situation: Economists tell us that 1959 will be a very 
; . or ey ° ° ooSs ° ° ° 

109 Edst 42nd St. good year. They also say we are heading into the booming 60s and 

leph ford 7-34 . . . . . 

apmene: ‘Sree. oe the prospect of new peaks in national income. It is also a fact that 
Philadelphia 39, Pa. -m are > g wy ‘ : a ~ « > ara we ; ‘ 
JW. R. Flood. Chestnut & Séth Sts. we are not now supporting a fighting war; nor are we fighting a 
Telephone: Sherwood 8-2000 depression. 


Cleveland 15, Ohio 
W. J. Feddery—W. M. Hart, Jr. 


930 B. F. Keith Bldg... Yet, despite these facts, a group of our elected representatives in 
elephone: Superior |-2860 - : , , 
Washington tells us that we will not get a balanced budget this year. 
Detroit 2, Mich. : : ' 
G LJ. Mitchell Why can’t we balance the budget this year? Perhaps I’m unusually 
714 Stephenson Bida. dumb, but it seems to me that if we cannot balance the budget in 
Telephone: Trinity 4-1616 these fairly prosperous times, we will not see it baianced for a long, 
Chicago |, Ill. “3 long time. This prospect frightens me, because this continuous deficit 
William E. Comiskey—James L. Phillips . , . 
360 N Michigan Ave. in the budget is unsound and can only lead to disaster. 
Telephone: Randolph 6-2166 
Son Franci 3 1 — . s 
Frank McKenzie via This idea that we can go on, year after year, borrowing money, 
1355 Market St 3 a a oe astiG@ctalie tmauegane , — , 
Telephone: Underhill 1-9737 using various devices to artificially increas¢ the money supply to 
handle this credit, is unsound. This policy must eventually lead to a 
Los Angeles 57, Cal. ; 7 ; . ; 
L. H. Jackson, 198 S. Alvarado St blow-up. And when this happens, the folks who will be hurt first 
Telephone: Dunkirk 7-4337 , , , , 
and hardest will be people like you, the small businessmen. This has 
Atlanta 9, Ga. 


John W. Sangston, 1371 Peachtree St. NE. always been the case. 
Telephone: Trinity 6-4110 


Dallas 6 Texas y . : : on son P . ——- > aaal . 
Harold E. Mott _ None of us has ever had the dreadful experience of seeing out 
189 Meadows Building country struggling with national bankruptcy. I hope we never will. 
Expressway at Milton s ; Je : : 

Telephone: Emerson 8-475| But history contains many examples of this happening in other lands. 
Address mail to: Chestnut & Séth Sts A little reading of history will tell in a vivid, alarming fashion what 

Philadelphia 39. Pa.: SHerwood 8-2000 . : . 3 
happens when, through uncontrolled inflation, a nation becomes in- 
Ch srter Mem . 

. ord solvent. 

It is hard to imagine a nation like ours going bankrupt. But this 
has happened to many great nations in the past. It happened in 
countries where people said, “It can’t happen here.” The first phase 


HARDWARE AGE, January 29, 1959 © 7 








Editorial 


continued 





of national insolvency is uncontrolled inflation. And inflation is already 
with us, and growing relentlessly. 


No nation can continue to move as we are. Each year we spend more 
money than we take in. Taxes are already approaching the confiscatory 
level and are still increasing. Each year we borrow money to make up the 
budget deficit. Each year the burden of unproductive interest payments 
grows heavier. Each year the politicians devise new ways of increasing the 
money supply to encompass these deficits and, in so doing, add fuel to the 
fires of inflation. 


You are paying for these unsound monetary policies in the steady decline 
in the purchasing value of your dollar. 


Something ean be done... 


It may be a little difficult to get excited about this subject in times as 
prosperous as we now have. But if we delay too long, it may be too late. 


Each day’s delay permits inflation to get just that much more headway; 
to eat just a little further into your future, to diminish just a little more 
the value of your accomplishments. Your taxes continue to rise; the value 
of your dollar continues to go down. How long can this continue? 


What can you and I do about this difficult, complex problem? How can 
our small voices be heard? There are actually many things we could do, 
but, in my opinion, the first and most important step that we could take 
right now is to fight for a balanced budget. We should establish in the 
minds of our representatives the vital importance of ending budget deficits. 


A balanced budget is possible, if Congressmen will become Statesmen, 
and will stop playing politics. [ know this sounds like asking for a great 
deal. But, I truly believe it can be accomplished, if we all put our efforts 
behind the task. 


A common response to a suggestion like this is, “Nobody in Washington 
pays any attention to me.’””’ How do you know they don’t? Have you ever 
really worked at it? It is true that the results from one man, struggling 
alone, would be slow and small. But if the entire hardware trade was to 
take up this task, much could be done. And it wouldn’t be long before 
others joined in the battle. 


Let us not forget that we are here talking about our future, and the 
future of our children. We have built an imposing structure in this coun- 
try of ours. It would be shameful to see it collapse, just because you and 
! were too lazy to take a few steps to prevent it. 


You all know who your Senators and Representatives are. Tell them 
your feelings. Tell them you are watching their voting records. And then 
do watch their voting records and let them know you are observing them 
closely. This is a way to start; the time to start is now. 


What do you think? 
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EVERYBODY=— 


is a customer for S-K/Lectrolite Wrenches 
} 


. 


Including Home Handymen 


farmers, mechanics and even housewives 


Start now to sell more of your tool customers— 
more often! S-K/Lectrolite attracts the widest 
segment of hardware traffic possible—yet pro- 
tects your operating capital by eliminating the 
need for oversize inventory. 


All types of tool users respond immediately to 
the outstanding value and quality apparent in 
every detail of these precision made tools. 


With the S-K /Lectrolite line, you offer the right 
quality /price combination that assures 3 to 4- 
time turnover ...a matter of record wherever 
this fast-moving line is displayed. High-profit set 
sales alone deliver more than twice the business 
possible with the ordinary line of individual 
wrenches. 


AND 


MANUFACTURERS 


CHICAGO 372, 


You get everything you need for smart merchan- 
dising—including new SpaSaver* Displays— 
NRHA-approved to meet your space and selling 


requirements. No extra cost. 


Your profits are protected ! Our distribution pol- 
icy makes S-K/Lectrolite Tools available only 
through established wholesalers and retailers. 


Ask your wholesaler’s salesman about this profit- 
proved program for your hand tool department. 
Or write, wire or phone S-K/Lectrolite Tools 
collect. In Chicago, call L Afayette 3-1300; in 
Defiance, Ohio, 3-2065. 


Why not write today for Brochure 
DB958 which describes the really prac- 
tical, profitable SpaSsaver* Dis plays. 


*Trademark 


ILLINOIS and DEFIANCE, OHIO 


QUALITY WRENCHES SINCE 1923 


Want more facts? Circle 104, p. 53 
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WASHINGTON 


NEWS 


BY WASHINGTON 


State of the Union Message . 


BUREAU OF 


HARDWARE AGE 


What it proposes, what it means to you 


President Eisenhower and Congress are yvoing to 
battle this year. The fight will center on the Presi- 
dent’s efforts to curb inflation with a_ bare-bones, 
balanced, $77 billion budget in the face of an obvi- 
ous need for heavy spending in missiles. 

The battle will spread to most other major na- 
tional problems, too. The heat these fights will gen- 
erate, and the outcome, will have a far-reachiny and 
serious impact on you and your business. 

Here are the major points of the President’s pro- 
gram based on the State of the Nation message and 
1960 budget proposal delivered earlier this month to 
Congress: 


INFLATION—The President wants to blunt a 
possible serious wage-price spiral by matching 
spending to income. Congressional leaders are plan- 
ning bigger outlays which could add billions to the 
President’s program. Expect prices to be 3 percent 
higher or more by year-end if his budget is materi- 
ally increased. 


TAXES—The White House wants taxes continued 
at present levels. Congressional leaders are begin- 
ning a tax cut study to run into 1960. There will be 
no cuts this year. 


SMALL BUSINESS—President Eisenhower is not 
asking for any new small business programs. He 
wants $73 million to expand the small business 
investment program set up last year. Congress will 
consider a four-point proposal which includes a tax 
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deduction on up to $30,000 a year in funds rein- 
vested in a small firm, and deductions for pension 
plans for self-employed. 


POSTAL-——The President’s balanced budget rests 
on several higher fees, including 5-cent first class 
mail rate. 


HOUSING—The President is recommending sev- 
eral actions to make private mortgage investments 
more attractive. Congressional leaders are pushing 
for a much larger program, more public housing, 
huge urban renewal programs. 


MINIMUM WAGE—The White House vaguely 
supports extension of the minimum wage-hour law. 
This probably includes extension only to larger 
retail stores. Scores of bills have already been intro- 
duced in Congress to raise the present $l-an-hour 
minimum wage to $1.25 or even $1.50. Unions 
strongly support these drives. Both may pass. 


LABOR—A new federal unemployment compensa- 
tion program raising present state payments and 
broadening coverage is asked by the President. He 
urges that vocational education grants for courses 
in the distributive trades be stopped. 


FARM—The President’s proposed cut of $800 mil- 
lion in farm subsidies will run into trouble. Con- 
gress may reverse the proposal and increase these 
outlays. 





THE RIGHT SPEED 


FOR EVERY DRILLING JOB 
AND ALL SANDING, POLISHING, 


SAWING ATTACHMENTS 


Model SD-382 


al the flick of a suHleh 


Sells better because there’s so much more to sell... 


2-SPEED 3.0 AMP. 3/s DRILL! 


NO OTHER DRILL HAS SO MUCH SELL! This new Shopmate outclasses all other drills . 


Powerful 3.0 amp. universal AC/DC fan-cooled motor! because it's the on/y drill at anywhere near its price 
High speed (2000 rpm) for drilling wood, plaster, etc.! that changes speeds instantly, electrically . . . at 
Low speed (1000 rpm) for heavy-duty applications! the flick of a switch! And both speed ranges develop 
Electro-mechanical transmission changes speed instantly, full powes for fast, efficient drilling under any con- 
electrically by flicking speed range selector switch! ditions! Nationally advertised in The Saturday 
Full power output at either speed! Evening Post, Popular Science, Popular Mechanics, 


Speed range selector switch interlocks with on-off switch for and other powerful consumer publications! 
maximum safety! 


Weighs only 6 pounds, perfectly balanced to eliminate fatigue! tt > (Pron Are 
Precision geared chuck and key! 


mail to: George Weatherby, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83rd St., Chicago 20, Ill. 

Send me full details on the revolutionary new 


Shopmate Model SD-382 2-speed Drill! 
Name 


Special spindle lock for easy SUGGESTED RETAIL 
chuck removal! 


Multiple ball thrust bearing! 
Precision cut alloy steel gears! 
Handsome silver luster finish! 


PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street * Chicago 20, Illinois 
Want more facts? Circle 105, p. 53 


HA.1\9 


Firm Name 
Address 
City Zone 


My Preferred Distributor 





' 
' 
' 
' 
' 
' 
' 
’ 
' 
’ 


HARDWARE ACE, January 29, 1959 ® 





HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


e,t 
its tax If you are burning the midnight oil filling out your 1958 income 


time again os tax statement there’s help in a special article beginning on page 21. 
Study this article. Whether you have a small or large store, provi- 
sions of the 1958 Technical Amendments Act have special meaning 
for you. The 1958 law carries many major and minor advantages 
for the average dealer. Part two will appear in the Feb. 12 issue of 
HARDWARE AGE. Be sure to make use of every legal advantage at 
your disposal. Many stores’ profit hangs on a full and proper 
accounting for income tax. 

tough winter ... Rear eee a aE, Rae a ees 
tecord snows and severe cold in an ice box reaching from the 

Rockies to New England, and down to Florida, put the brakes on 

rising business in December. In spite of this, hardware business 

may have hit a record for Christmas sales. The facts reflect win- 
ter’s icy grip: Unemployment skipped upward to add 275,000 to 
compensation rolls by mid-December. Mostly affected were heavy 
construction jobs, farm work and other outdoor enterprises. This 
dark spot in the economy will have a bright finish, for the work 
undone is piling up, will have to be caught up quickly when winter 

pales. Dealers whose traffic hinges on outdoor workers should see a 

sharp upturn as spring rounds the corner soon. Meanwhile, credit 

sales and extensions of due dates should be pushed to take up the 
slack. 

Commerce Dept. | _ . _ i oss 

: The U. S. Department of Commerce has surveyed some 75 major 

views 1959... industrial segments of the economy for a formal view of 1959’s 
prospects. Here are the opinions as they apply to sales of 11 cate- 
gories most important to the hardware trade: 

Hand tools—sales to rise 10-15 percent over 1958. 

Farm machinery, equipment—5-10 percent over 1958’s $1.7 bil- 
lion. 

Appliances—up about 5 percent over 1958. 

Lumber—production to climb 3.5 percent to 33.1 billion board 
feet. 

Electrical construction materials — sales will jump 10 percent 
over 1958. 

Steel—about 110 tons for year, just under record year of 1955. 
Air conditioning—10-15 percent pickup forecast. 
Construction—to top $52 billion for first time in history. 
Cars—5', million units seem certain, up 30 percent over 1958. 
Aluminum—a 20 percent or better gain over 1958. 

Based on this outlook of key economic gages, it’s probable that 
dealers who keep basic stock levels up, while promoting traffic- 
building pr’ es, can count on sales gains of 5 percent or more. 


. turn to p. 80 for more news of How’s the Hardware Business 
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“Faster glue sales are almost automatic with 
the Weldwood Floor Model Adhesives Center.” 


Joseph W. Sullivan, Ernst Hardware Co.. 6th and Union St. Seattle, Wash. 


“The color-keved selector chart makes it easy for for faster profits. Also available: attractive new 
our customers to find—and buy—the right glue,” counter model for stores where space is limited. 


savs Mr. Sullivan. “No more lost sales because a 
: , . e ; e > vw 
salesman wasnt free to give immediate service. MAIL THIS COUPON TODA’ 


The new Weldwood Floor Model Adhesives Center United States Plywood Corporation 
Dept. HA 12-7, 55 W. 44th St., New York 36, N. Y. 
Please rush me my free Weldwood Adhesives Center (check 
that cover 95‘. of your market. Saves valuable model) complete with adhesive assortment, at special price 
' indicated. 
Floor Model—$100.45 (Retail value $150.84) 
Counter Model—$40.16 (Retail value $66.94 


Is compact, complete stocks the 4 fast-selling glues 
shell space, cués inventory, steps up your turnover 


Store Name 


WELDWOOD ADHESIVES sin 


< Presto-Set Glue ¢ Plastic Resin Glue ne 
\ee=tA Contact CementeWaterproof Resorcinol Glue 
Want more facts? Circle 106, p. 53 
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MERCHANDISING 


newsletter 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Beware of easy money. Dealers seeking long-term borrowings for expansion 
Should be careful of deals with people who guarantee to find the money. Some- 
times difficulty in getting money from local banks causes dealers to turn to 
private groups who offer to find a lender. FIC and Better Business Bureaus warn 
this is developing into a racket. If you are approached by these people, be 
Sure to check with the nearest Better Business Bureau on the company. Several 
dealers have written HARDWARE AGE about this situation. Investigations have 
indicated the background of many of these companies to be questionable. To 
protect your investment be sure to investigate before you invest. 




















Silver-lining seen in the 1957-58 recession clouds. Talk in the 
daily papers of the recession made many consumers holdup on planned 
installment purchases. Result: Savings have shot up and loans have de- 
clined. Now with better business atmosphere, experts expect a splurge in 
installment buying. Dealers can plan to get their share by pushing 
installment buying. Big items, lawn mowers, power tools, major appli- 
ances, ideal for this type promotion. In planning for the year's pro- 


motion, you should be sure to include methods for increasing your share 
of installment buying. 























You can expect more price increases. Labor wage negotiations still keep 
moving higher. Fringe benefits adding a particularly heavy burden on to cost. 
Steel wages will go up again this year. Some observers expect long battle this 
year in the steel industry, possibly a strike. In your buying you should keep 
this in the back of your mind. Many profits in hardware stores are lost by fail- 
ure to mark up items in stock when price rise is announced. In the big chains, 
this is a must. Be sure to watch all price announcements that are sent to you 
and mark up items in stock. The increase in prices also means it will take more 
capital to keep your inventory up. However, many dealers feel that better 
control of inventory, that is buying in smaller quantities and getting better 


turnover, will help them keep their inventory in good condition without involv- 
ing additional capital. 




















Housewares sales outlook for 1959 gets another boost. Manufacturers 
went home beaming from National Housewares Show in Chicago, pockets 
Stuffed with orders from wholesalers. The buying activity is credited 
to new designs, plenty of bargains offered, and low inventories 
among wholesalers. To dealers this means their suppliers' warehouses 
soon will be bulging with housewares. You can promote housewares with 


good assortments and deep stocks for bigger sales volume and profits 
this spring. 
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Why are mechanics everywhere replacing their 


“perfectly good’ wrench sets with Taper Design? 


Because thev’ve learned that GREATER STRENGTH — Straight shaft is up to 2'4 times 
hee scognmenes cm the right stronger than any other wrench. Super-tough alloy steel. 
are true! Automotive jobbers GREATER LEVERAGE — Pertectly straight shaft allows 
and hardware dealers every direct pull, more turning power. 
where are stocking these GREATER SAFETY — No “twisting” or “roll off”... better 
amazing new wrenches be grip means no bruised knuckles. 
cause they move fast...and GREATER USE—Turns in tight places that ordinary 
. , - : wrenches can't even reach. 
deliver a full 40% profit. No other wrench reaches 
and turns obstructed bolts with the ease of Taper GREATER PERFORMANCE — Overall design with better 
' ; ‘ balance and complete ease of handling. 
Design. The mechanic above is proving it with a ee eee 
a Taper Design Demonstrator, one of many GREATER VERSATILITY — Allows access to restricted open- 
; . . : Ms ings. Equally useful upside-down. 
dvnamic new Barcalo Sales Tools. All of Barcalo’s 5 oo een 
new displ AVS and merchandising aids including Exceeds government specifications. lully guaranteed. Patent No. 177,636 
the Demonstrator are free when you stock Taper 
Design Wrenches. The complete Taper Design 
storv is in the new Barcalo Catalog. Call your 
jobber today, or write Jim Brockway, Sales Mana- 
ger, Barcalo Manufacturing Co. Buffalo 4, N. Y. - by BARCALO 


Want more facts? Circle 107, p. 53 
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29 PIECE TWIST DRILL SETS 
IN METAL STAND 


Solingen super speed drills with gun 


metal finish—sizes from '/\e” to 42” grad- 
uated by 64ths. Each set with free metal 
index stand and sizer. 
NO. 1, 29 Pc. CutDown 4” Shank Drill 
Reg. retail 17.00 set Dealer Cost 6.65 set 
ec. Ket Pk. Ea. 1; Wt. Lbs. 2% 
£é5—29 Pc. Drill Set with V2” Shanks 
Reg. retail 15.00 set Dealer Cost 5.66 set 
pec. Ret Pk. Ea. 1; Wt. Lbs. 21/2 
Of Import Origin 


20th Anniversary Year 
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29 PIECE TWIST DRILL SETS 
IN STEEL INDEX BOX 


Chrome vanadium steel, precision ground 
for accurate work and easy drilling. Sizes 
Vie” to Y2", graduated by 64ths. 
—29 Pc. Drill Set with 2’ Shanks 
Reg. retail 17.00 set Dealer Cost 6.65 set 
Ret. 9 Pk. Ea. 1; Wt. Lbs. 21/2 
N }7B—29 Pc. Drill Set 
with Cut Down Shanks 4%” 
Reg. retail 19.00 set Dealer Cost 7.66 set 
: | Pk. Ea. 1; Wt. Lbs. 31% 
Of Import Origin 


WHILE HARDWARE SALES 


XWALL DEALER 


and now...Oxwall gives 
the Biggest Spring 








No. 8041 —60 PC. RUBBER GRIP 
HANDLE SCREWDRIVER ASSORTMENT 


An Oxwall First . . . a new, revolutionary screwdriver 
with rubber grip handle at a fantastic low price. Gives 
greater turning power—prevents after-blister—provides 
more comfort and shock absorption. Size of display 
open: 14° x 10” x 16”. Each deal self-shipper, weight 
of deal 121 'bs. 8 cartons to master carton 

Reg. retail up to 1.59 ea Dealer Cost 19.60 deal 


Made in U S.A 





Want more facts? Circle 108, p. 53 


ARE DOWN 3.87%* 


“U.S. Dept. of Commerce, January through October, 1958 


SALES ARE UP 29.3% 


Ruck CEE 


Oe QUALITY TOOLS ret 


No 6000 — TRUCKLOAD OF TOOLS 


Hot impulse seller! 5 each of a dozen different items 
including diagonal, long nose, slip joint and water 
pump pliers, adjustable wrenches, levels and chisel 
sets, socket sets, drill sets, saw sets and interchange- 
able screwdriver sets. Size of display: 1/° x24" x9% 
Weight of deal 25 Ibs. Each deal in self-shipper. 


Reg. retail price up to 2.49 each Dealer Cost 39.60 


Of Import Origin 








CHROME PLATED ADJUSTABLE WRENCHES 


Heavily chrome plated with drop forged steel jaw, 


buffed and polished head, individually boxed. 
No. 4212—6” size '6—10" size 
Reg. retail 1.00 ea Reg. retail 1.59 ea 


Dealer Cost .86 ea 

Pk. Dz. Ye. Wt. Lbs. 51% 
1218-12” size 

Reg. retail 2.29 ea. 


Dealer cost .50 ea 

Pk. Dz. 1, Wt. Lbs. 31 
No. 4214—8” size 
Reg. retail 1.29 ea 


Dealer Cost 1.18 ea 
Pk. Dz. Yo, Wt. Lbs. 8 


Of Import Origin 


Dealer cost .64 ea 
Pk. Oz. 1, Wt. Lbs. 5¥2 


928 BROADWAY, 


NEW YORK 10, N. Y 


No. 3220 — 6 PIECE SAW SET 


Fine quality tempered spring steel 
blades, teeth set for easy cutting. Set 
comes in attractive sleeve. Including 16 
hand saw blade, 16” pruning saw blade 
10” back saw blade, 10” keyhole saw 
blade, 12” metal saw blade, handle 
Reg. retail 1.49 ea Dealer Cost 67 ea 
Ret. | Pk. Dz. 1; Wt. Lbs. 13 
Of Import Orgin 


No. HWSS — 8 PC. INTER- 
CHANGEABLE SCREWDRIVER SET 


Now offered at the low retail price of 
$1.00. Unbreakable, shockproof, non- 
inflammable amber plastic handles 


Electrolytic plated, hardened and tem- 


pered tool steel biades. 

Reg. retail 1.29 ea Dealer Cost 67c ea 
Het Pk. Dz. 1; Wt. Lbs. 6 
Made in U.S.A 


Want more facts? Circle 108, p. 53 





OXWALL'S DELUXE TOOL KIT 


A tool set that will fascinate the home 
mechanic .. . at a special low, low price 

All tools of hardened tempered alloy 
steel. Contains interchangeable screw- 

driver set, 8 open and box end wrenches, 

11 piece flat ratchet socket set with 8 
sockets and 2 extensions. 

Reg. retai! 6.95 ea Dealer Cost 2 99 e: 

t. 4 Pk. Dz. 1 





No. S906 - 11 PC. SOCKET SET 


in see-through plastic too 


This is the best selling ¥%” drive ratchet 
socket set in the world, specially re- 
duced in price to yield greater volume 
and profit for you. Made of analysis tool 
Steel, nickel plated. 


Reg. retail 2.50 ea Dealer Cost | 40 ea 
MEL. 4 Pk. Dz. 1: Wt. Lbs. 6 
Made ir U.S.A 


ORDER FROM YOUR JOBBER NOW! 
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The big switch is on 
to Sylvania Light Bulbs 


Stops traffic and starts 
salies!—This big merchandiser 
is a complete light bulb depart- 
ment yet takes up only ¢§ sq. ft. 
of space. Put it to work today. 


Went more facts? Circle 109, p. 53 


Leading companies choose 
Sylvania as the best value in 
lighting — give your customers 
the same top buy. 


Airlines, stores, hotels, factories... lead- 
ing companies all over America are 
lighting up with Sylvania lamps. [hese 
smart buyers want the best lighting for 
their business needs—and they want a 
full dollar’s worth of lighting. 


As a result of this big switch, Sylvania 


light bulb sales have grown faster than 
all the rest of the industry in the last 
ten years! 

Give your residential and commercial 
customers the same big value in light 
bulbs. You'll build proftable repeat 
sales and you'll build trafhe for many 
other items in your store. Call your 
Sylvania supplier today. 

SYLVANIA LIGHTING PRODUCTS 
Division of Sytvania Evectric Propucts Inc 
60 Boston St., Dept. 9L-8201, Salem, Mass. 
In Canada: Sylva nia kle tric (Canada) Lid. 
P.O. Box 1190, Station “O”, Montreal 9 


SYLVANITA Lighting Products 


make light a better too/ for profits 


LIGHTING « TELEVISION «¢ RADIO « ELECTRONICS « PHOTOGRAPHY ¢ ATOMIC ENERGY « CHEMISTRY-METALLURGY 
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Tiimelolac(-lallate Molaro mie 
selling to gardeners 








nothing succeeds 


like a GREEN THUMB® 




















THE ONE BRAND NAME 
THAT HAS UNIVERSAL ACCEPTANCE 
WITH HOME GARDENERS... 


CREATED AND COLOR STYLED 
for gardeners 


ADVERTISED 
for years to America’s gardened homes 
POWERFULLY MERCHANDISED 


by wall and self-service island displays 


Green Thumb’s faster turnover returns 

top projfut in garden tools. Order from 

your Green [Thumb wholesaler. 

THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 


FLEXeBLEAM FORKS @ RAZOR-BACK SHOVELS 


58-8 














Do you know that you can incorporate your business without a tax 


penalty? This is one of the many dramatic changes in the income tax 


law. Check these articles with your tax counselor and find out... 


How to cut your income tax 


Authentic, simple explanations of important changes in federal income tax laws 
are a special service to readers of Hardware Age. Here is the first of two articles 
to help you with your 1958 return. These articles are prepared for Hardware Age 
by J. K. Lasser & Co., well known firm of tax advisors. The second article will take 
up special deductions, net operating loss carrybacks, accumulated earnings credits, 


and estate tax payments. 


oy Howard F. Elin, : 
J. K. Lasser & C 
ana 

Sydney Prerau, 

J. K. Lasser Tax Inst 


Changes in the 1958 income tax law at first at- 
tracted little attention in the business world. The 
law was described merely as a Technical Amend- 
ments Act. 


Careful reading of the law made it clear that here 


were major changes in a tax law which should have 
heen called an Act to Save Businessmen Taxes. 

One change is revolutionary, and so wide in scope, 
that many small businessmen will want to take ad- 
vantage of it sometime or another. The change lets 
stockholders elect to report corporate income on 
their personal income tax return. 

Other important changes: 

Allow an extra first-year depreciation. 

Make it easier to get a full deduction for business 
loans. 


Increase the amount of profits that can be accu- 


HARDWARE AGE, january 29, 1959 © 21 





How to cut your income tax 


(Continued ) 


mulated within a company without fear of penalties. 

Allow a carryback of losses to three prior years 
instead of two years. 

Allow payment of estate taxes over a 10-year 
period. 

In these two articles we want to alert you to the 
iax Saving advantages of these changes so you can 
review them with your tax counselor. He can best 
help you put them into practice. 


Stockholders can report corporate income 


Many hardware dealers will want to review their 
form of management now that the income tax law 
allows stockholders to report company income. This 
is a flexible provision that can save taxes in ways 
not possible before. 

A hardware dealer now can have al] the legal 
advantages of a corporation but need not pay the 
corporate tax, thus avoiding the double tax burden 
of doing business as a corporation. 

Before going into the technical side of how to elect 
to report corporate income, let us first take up how 
this change in the law may help you. 


Supposing you now are operating as a sole propri- 
etor or in partnership with others. You may have 
decided, previously, not to incorporate because of 
the double tax cost of operating as a corporation. 
Now you can incorporate without increasing your 
tax burden. You report your business income almost 
as if you were reporting income from a sole propri- 
etorship or partnership. 

By incorporating you obtain all the legal advan- 
tages of a corporation, such as limited liability and 
continuous existence. In addition, you now can take 
advantage of tax benefits which were not available 
to you as a sole proprietor or partner. These advan- 
tages are: 


(1) You can be a member of your company’s qual- 
ified profit-sharing or pension plan. This let’s you 
build up a retirement plan, the cost of which is 
borne in great part by tax savings. Sole proprietors 
and partners are barred from qualified plans. 


(2) You can now receive tax free sick pay as a 
stockholder-employee. Partners and sole proprietors 
‘annot report tax free sick pay. 


(3) Your company can buy accident and health 
insurance for you and deduct the premium pay- 
ments. A sole proprietorship or partnership cannot 
deduct premium payments on insurance covering its 
owners. 


(4) Your company can pay your medical expenses 
without creating taxed income for you. 
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Supposing you now are operating your business as 
a corporation. Here are several situations in which 
you may want to elect to report corporate income on 
your personal income tax return. 


(1) You are not in a high income tax bracket. 
Thus, the corporate form of doing business has been 
costing you more taxes than if you had been operat- 
ing as a sole proprietor or in partnership. This is 
especially true if your personal tax rate is less than 
your company’s tax rate of 30 to 52 percent. Corpo- 
rate profits left in the company are taxed at a higher 
rate than if reported on your return. 

By electing to report corporate income on your 
personal income tax return, company income bears 
a lower tax on your return and you also avoid the 
future tax you would have to pay on withdrawing 
accumulated profits. 


(2) You are expecting company losses, but you 
also expect a large personal income. By electing to 
report corporate income on your personal income tax 
return you can offset your personal income by the 
company losses. 


(3) Your company has made a large capital gain 
on the sale of a major company asset. You would 
like to distribute the proceeds now. By making the 
election to report corporate income on your personal 
income tax return and reporting the gain on your 
return, you avoid the double tax that would have 
been incurred if the company first reported the gain 
and then distributed it to you. 


Supposing you plan to go into business. Usually 
the first year of business is marked by losses. Be- 
fore the law changed, new businesses’ usually 
started off as sole proprietorships or partner- 
ships so the owners could deduct initial business 
losses on their returns. After the company began to 
prosper the business was then transferred to a cor- 
poration. 

These steps no longer have to be followed. You 
can incorporate your business and then elect to re- 
port corporate income on your personal income tax 
return. You can deduct your losses on your personal 
return. 

If you expect a good beginning year you might 
consider starting your company with a fiscal year. 
As a result you may be able to postpone the payment 
of taxes for an extra year. 

For example, if you start your company with a fis- 
cal year beginning Feb. 1, 1959, you do not have to 
report income earned in 1959 until the due date of 
your 1960 tax return (April 15, 1961). 

You can also use this tax saving device if you are 
planning to convert a sole proprietorship or a part- 
nership to a corporation. 


How stockholders report company income 

You, as a stockholder, report on your personal tax 
return as dividends your share of the corporation's 
taxable income. But note, you do not reduce this in- 





come by the dividend exclusion, the dividend credit, 
or the retirement income credit. 

You can report your share of corporate capital 
gains on your Schedule D as capital gains. 

You can also use your share of corporate operat- 
ing losses to reduce your other personal income. If 
the loss exceeds your income, you can use the excess 
as a net operating loss carryover to other years. But 
you cannot carryback to years before 1958. Nor can 
you deduct capital losses incurred by the company. 

In addition to reporting your share of company 
income or loss, you also adjust your cost basis of 
your stock. 

You increase your basis by the corporation’s in- 
come whether or not distributed. But when you 
actually receive the income, you reduce your basis. 
You reduce your basis by company losses you report. 
If these reduce your basis to zero, further losses are 
used to decrease any debts the company owes you. 

When the cost basis of your stock and debts have 
been eliminated, you cannot deduct any further com- 
pany losses on your return. These are completely 
wasted unless you make a further capital or loan 
investment. The corporation files an information 
return instead of its regular corporate return. It 
does not have to pay any tax for the years the elec- 
tion is in force. 


Who can make the election? 


You can make the election to report corporate in- 
come on your personal income tax return if your 
company meets the following tests: 

Stock test: Your company is a domestic corporation 
which is not a member of an affiliated group and 


has: 


(1) No more than 10 stockholders, all of whom 
must agree to the election. Where stock is held 
jointly, you must count the joint owners as two 
stockholders. 


(2) Stockholders who are either individuals or 
estates. 


(3) No nonresident alien stockholders. 


4) One class of stock. You cannot make the elec- 
tion if your company has common and preferred 
stock outstanding. As long as only common is out- 
standing, you can take advantage of the election. 
But you lose the election when you issue preferred. 
Income test: You cannot make an election in a com- 
pany which has gross annual receipts of more than: 

(1) Twenty percent from rents, royalties, divi- 
dends, interest, annuities and sales or exchanges of 
securities. Or, 


(2) Eighty percent from sources outside of the 


U. 


Watch these two income tests even if you qualify 
for the election. Your election is automatically ter- 
minated if your company’s receipts ever come within 
the above two tests. 

This can happen in a merchandising company 
which holds investment securities. In a year in 


which regular sales income drops, investment in- 
come could become more than 20 percent of your to- 
tal gross receipts. 

To avoid an inadvertent loss of the election, re- 
view the percentage breakdown of your receipts so 
that you can take timely steps to increase or de- 
crease your business or investment receipts. 


How to make the election 


You make an election by filing Form 2553 with the 
District Director of the district in which you do 
business. You also attach to Form 2553 statements 
from all stockholders consenting to the election. 

Make sure the form and accompanying papers are 
filed on or before the end of the first calendar month 
of the taxable year you want the election to be ef- 
fective. 

If you use a calendar year (Jan. 1-Dec. 31) make 
sure that your election is filed by Feb. 2, 1959 (Jan. 
31, 1959, is on a Saturday). 

If your fiscal year starts Feb. 1, 1959, make sure 
your election is filed by March 2, 1959 (Feb. 28, 1959, 
is also on a Saturday). 


How the election is lost 


The election does not have to be renewed each 
year. But it can be revoked or automatically termi- 
nated under any one of these conditions: 

(1) All stockholders agree to revoke the election 
by filing a statement of revocation. If made before 
the close of the first month of the corporation’s tax- 
able year, the revocation is effective for that year. If 
made after that date, the revocation is not effective 
until the year following the year in which the revo- 
cation was filed. 

(2) A new stockholder enters the corporation and 
does not consent to the election. 

(3) The company no longer meets the stock or in- 
come tests explained above. 

When the election is revoked or terminated, you 

cannot make another election until the year follow- 
ing the year in which the election was revoked or 
terminated. However, you might get it sooner with 
Treasury permission. 
A word of caution: We have reviewed only the high- 
lights of this important law. To get its full benefits, 
it is necessary to have your tax practitioner regu- 
larly review your operations. He can take steps 
which will prevent you from losing the election be- 
cause of business or stockholder changes. He will 
also know when a revocation of the election will 
save you taxes. This might happen when your busi- 
ness or personal income becomes substantial so that 
corporate tax reporting will actually save taxes de- 
spite the double tax cost. 


The second article in this Lasser series will be 
published in an early issue. The second article 
will be about first-year depreciation deduction, 
three-year carryback on net operating losses, 
minimum accumulated earnings credit, and pay- 
ment of estate taxes over a 10-year period. 
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Want more customers in your 
plumbing section? 


Here is a Texas dealer who took faucet seats out of bins and 
put them on a special panel above a floor display unit. 


Results: more traffic, plus a 50% jump in repair item sales. 


Open display attracts customers to faucet repair section. 
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Faucet seats are used by Dixie Hardware Co., 
Houston, to build traffic for its plumbing sup- 
plies section. 

When a display unit was installed, sales of 
faucet seats made a quick 50 percent gain. Al 
Vacek, store owner and manager, says that other 
plumbing repair item sales also made a 50 per- 
cent gain. 

Here’s the reason for the upswing: 

Formerly faucet seats were kept in bins. 

Neither customers nor salesmen could easily 
find the faucet seats they wanted. Sales were 
lost because the different sizes were mixed up. 

Mr. Vacek says, “Faucet seats are in greater 
demand than any other item in our plumbing 
supply department. We passed up many chances 
to attract customers to the repair items.”’ 

To make faucet seats bring more customers 
into the plumbing repair supplies department, 
Mr. Vacek added a two-foot perforated panel to 
the top of the three-tier display. The two-foot 
panel is about seven feet long. Its top is slightly 
above eye level of a man of average height. 


Faucet seats are on hooks across the entire 
length of the auxiliary panel. Two faucet seats 
ars displayed on each hook. 

Under the top row of samples are labels which 
show price of seats and suppliers’ numbers. Most 
sizes of seats are bought from two different sup- 
pliers. Each suppliers’ number is on the label 
next to the sample. 

Displays of each size of faucet seat are hung 
on wire fasteners such as are used to hang 
shower curtains on shower bath rods. 

Suppliers’ numbers are shown on the display 
so that salesmen noting that stock is low on a 
size can place a notation in the want book. 

Directly below the two rows of faucet seats 
are faucets and faucet assemblies. This is im- 
portant, Mr. Vacek says, because some customers 
bringing in worn-out faucet seats will decide to 
buy new faucet assemblies when they see the 
display. 

Do-it-vourself customers attracted to the 
plumbing department by the improved display 
will often buy other repair items to complete a 
plumbing job in their homes. @ End 


aucets, mixing valves, other plumbing items directly under faucet seat display benefited from increased traffic in the 


section. 
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How to promote rentals 


Here is a dealer who gives his rental department a distinctive name and then 


merchandises the name with signs around the store, on the truck, to draw traffic. 


Here is a proven merchandising idea to spark 
up your rental department. Give the department 
a distinctive name, and keep plugging away 
with that name to make your’ customers 
thoroughly familiar with the fact that you 
have tools for rent. 

That is what William Stauber is doing. Mr. 
Stauber owns Ace Hardware in Waukegan, III. 


One sign is posted on the flanking wall of the 
front window space. The copy is clearly visible 
by street traffic. 

The second sign is on the wall just inside the 
rear entrance from the parking lot. Going o1 
coming, customers see copy of some sort about 
the Tool Chest. 


In the big basement department, too, hangs 


Ace Hardware has a comprehensive range of 
tools for rental. The whole collection is called 
the Ace Tool Chest and it covers a wide array 
of building, carpentry, electrical, gardening, 
mechanics, painting and plumbing tools. 

Mr. Stauber has an Ace Tool Chest list on the 
checkout counter and also at various spots 
throughout the store. Sometimes these pink 
tool rental slips are stuffed into packages of 
customers. 

Two impressive, neat, well-lettered Ace Tool 
Chest signs posted in the store also publicize 
the program. 
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a sign advertising tool rentals. 

An ironclad rental agreement is used by this 
store on every machine rented. There are also 
provisions for payment to the store if a client 
refuses to return a tool or machine. The agree- 
ment also absolves the store from any loss, 
damage or injury sustained by the renter while 
using a tool or machine t’om Ace Hardware. 

Some unusual items are on the rental list at 
this store. One is house jacks at $4 per week or 
$1 for 4 hours. Another is a high powered gas 
augur at $55 per week. 

The store’s rental customers extend beyond 
the home owner do-it-yourself market. Cabinet 





How tool! rentals can be aad- 
vertised on a delivery truck. 


shops and small industrial firms also rent tools. 

The addition of tools boosts sales. For in- 
stance, the store began renting aluminum 
ladders and ladder rentals shot up 400 percent. 

Stauber Hardware sells rental tools as used 
tools. When a rental brings in 75 percent of 
its value when new, that tool goes on the for 
sale as a used tool list. 

“We take the time to give rental customers 
instruction on using tools and machines with 


How too! rentals can be tie- 
in with store banners on sea- 
sonal merchandise. 


BUILDING 
PLUMBING 
ELECTRICAL 

LAWN & GARDEN 
, PAINTING 
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which they may not be familiar,” says Mr. 


Stauber. “This pays 


in better service to custo- 


mers, safety and lessens damage to tool chest 


rental items. 


“Often rental customers get accustomed to 


using a tool or machine and will buy one. The 
store is able to trace many tool and mower 


sales, for example, 


to the rental plan. More 


than 150 power mowers were sold last year, 
quite a few to rental customers.” @ End 


LAWN &GARDEN 
PAINTING 
MECHANICS 
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Modern selling 


methods to match 
modern store layout 


Here’s how a dealer stepped up his 
credit program and sweetened the 
advertising budget to pull traffic 
from all over a major city when he 
remodeled what had been a 


neighborhood-type store. 


Some hardware dealers remodel their stores In the old layout there was but one wide aisle 
to build greater sales, then sit back and wait for which ran from the entrance to the rear-of-the- 
sales to rise. store check-out. Many customers walked that 

When Smith’s 6th Avenue Paint & Hardware wide aisle quickly to the rear without stopping 
in Tacoma remodeled its store, it also modernized to look at displays in other parts of the store. 
its credit selling policies, and increased its adver- Most customers now go to one side, or the 
tising budget. other, and then move toward the department they 

came to visit. 
Here's the story on layout changes: The U-shaped check-out now is near the front 

Since the present owners, Clarence W. and entrance, set off to one side. Customers either 
Warren C. Smith, bought the store 12 vears ago select merchandise they want and take it to the 
they have constantly changed the layout. check-out or are asked by the person who waited 

In the fall of 1957 the firm expanded its store on them to take it to the check-out. 
from 50x50 ft to 50x75 ft. When a customer wants items not price-marked 

New visual-front windows are two feet the sales clerk puts them in a sack and marks 
higher than previous windows. Customers now the total price on the outside of the bag. 
get a clearer view of the interior when looking Clarence Smith says, “We decided to use this 
into the store from the outside. Brighter light- 
ing gives better visibility. 

Store aisles were widened to encourage cus- 
tomers to browse and to promote better traffic 
circulation. 

Fixtures were shifted to give a 10-ft aisle just 
inside the front windows. Formerly that front 
aisle was narrow. 


plan because we formerly had to escort customers 
to the door. Now we turn them loose to find their 
way to the check-out counter by themselves. Un- 
less customers are in a hurry they will browse in 
other departments and pick up impulse items.”’ 
All store records are kept in the inner part of 
the check-out counter. Mrs. Clarence Smith, store 
bookkeeper, stays at the check-out unit as cash- 
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Charles Smith co-owner 
shows a new milk glass 
item in the giftwares sev 
tion with displays on wa 


perforated pane/ board. 
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Modern selling methods to match modern store layout 


ier. When not busy at the cash register she works 
on company books. 


Here's the story on credit sales: 
Budget 
volume. 


selling has greatly increased credit 


Customers who qualify for budget accounts 
can buy for as low as 10 percent down with 12 
months to pay. A flat 10 percent carrying charge 
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(Continued ) 


is added. The firm will sell electric housewares 
items for as little as $1 down and 50¢ per week. 

Clarence Smith “Before we had our 
budget selling plan we sold about a dozen power 
mowers each year. In our third year of budget 
selling we will sell about 150 units. 

“Customers do not object to the 10 percent 
carrying charge for they have been educated to 
expect these charges. We have had less than 1 
percent loss in budget contract sales. Credit ap- 


Says, 
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Modern selling methods to match modern store layout 


Customers at check-out see displays on end shelv 
ing and counter top. 


tL 20229" \e aoe, 


plicant ratings are checked through our local 
credit bureau.” 

Both credit and cash sales of power mowers 
have increased since the budget plan was intro- 
duced. Fifty percent of the power mower sales 
are on budget plans. The rest are sold for cash, 
on open account, or on a 30-60-90-day plan with 
no carrying charge. 

Many customers ask about budget purchases 
and then decide to buy for cash. Some customers 
buy «a mower on a budget plan or on a 30-60-90- 
day plan, use the mower a few weeks and then 
come'in to pay off the balance in cash. 

Smith’s sell about 200 big-ticket items a vear 
on budget account plans, including power mow- 
ers and power tools. The firm carries its own 
paper on all budget sales to profit from the traf- 
fic when customers come to pay instalments. 


Here's the story on advertising: 

Advertising attracts customers from all parts 
of Tacoma and from places within a 15-mile 
radius. 
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(Continued ) 


Newspaper, radio and direct-mail advertising 
are used. Television has been tried, but not ex- 
tensively. 

Most advertising is in a daily local newspaper. 
Ads of two and three-column widths are used at 
least once a week. These are of varied lengths. 

Warren Smith says, “We put something inter- 
esting in every ad we run. The best way to bring 
customers into the store is to offer something 
they want below the average price. Sometimes 
we make favorable buys on which we can take 
our usual mark-up. Usually we reduce our mar- 
gin drastically on these items. We never take a 
loss on them.” 

Most advertised items are illustrated. 

The 1958 budget was about 3% percent of 
sales, against 3 percent for 1957. 

Radio and newspaper ads were used to pull 
customers to the grand opening of the store when 
it was remodeled. Four hours of live broadcast- 
ing from the store supplemented the newspaper 
campaign. @ End 





Unfair retail pricing has lured customers from 


your store, cut down traffic volume and hit 


vour profits. There’s something you can do 


about this competition. Remember that .. . 


Now you can fight 


Phony pricing 


Phony retail prices are under attack. The attack is aimed at unrealistic 
advertised prices, especially when comparisons are made, to protect consumers 
and to protect dealers from competitors who use phony prices to lure customers 


into their stores. 


Unrealistic retail pricing has crept into some categories of merchandise 
commonly sold in hardware stores, giving hardware dealers a keen interest 


in efforts to clean up the situation. 


Hardware dealers have two general questions to ask about the attack. They 


are: 


(1) What is the correct way to advertise price, especially during sales, close- 


outs, and for promotional merchandise? 


(2) What can be done when a competitor makes unfair price claims in 


advertising? 


How vou ean tell when advertised prices are phony 


The hardware dealer who decides what prices to 
use in his ads can follow a few simple rules and 
keep his published prices in line with correct adver- 
tising practices. 

These same rules that follow can be applied to 
pricing practices of competitors. If a competitor’s 
prices are stated incorrectly then you can fight back 
as noted in the next section of this article. 

The main points to watch are: 

How to state a reduction in regularly stocked 
merchandise. 


How to introduce a new model with a price special. 

How to state a price on special merchandise. 

How to handle an imprinted manufacturer's sug- 
gested retail price. 


Example 1. A dealer reduces his price on an item 
regularly stocked. 

Such terms as “regularly,” “usually,” “originally,’ 
or “reduced” are acceptable, the Federal Trade Com- 
mission guide points out, where “the saving or 
reduction is from the advertiser’s usual and cus- 
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Now you can fight phony pricing practices 
(Continued ) 


tomary retail price of the article in the regular 


course of business.’ 


Example 2. A dealer is introducing a new line, 
never soid by himself or other dealers in his com- 
munity, but already on sale in other areas. 

In this case the merchandise is sold at full list price 
in other communities. In other words, the every day 
selling price is the stated price. The dealer wants to 
reduce the price for a short time, as an introductory 
sale, then go to the full list price. 

Such terms as “maker’s list price,” “manufacturer’s 
list price,” 


+s 


“manufacturer’s suggested retail price,”’ 
sold nationally at,” or “nationally advertised at” 
are acceptable, the FTC guide points out, where 
“the saving or reduction is from the usual and cus- 
tomary retail price of the article in the trade area, 
or areas, where the statement is made.” 


Example 3. A dealer is offering merchandise simi- 
lar to merchandise stocked regularly. 

In this example, the merchandise on sale is like, 
but not exactly like regular merchandise. Item X 
may have the same quality material and workman- 
ship, but a few finishing operations may be skipped 
to get the cost down. The dealer knows these facts 
from literature on Item X or from the supplier’s 
salesman. 

A correct price statement would be: “Item X $2.98, 
comparable in major features (or comparable in func- 
tional features) to values at $3.50." Note that the 
term “comparable to” or similar wording is not ac- 
ceptable unless the merchandise is absolutely identical. 


A small change, in finish or in parts, wipes out the 
similar aspect. 

The National Better Business Bureau pamphlet 
on “Comparative Price or Savings Claims” points 
out the advertisement must “clearly disclose that 
the comparison is with comparable merchandise,” 
and that “the compared merchandise is at least of 
like grade and quality in all material respects.” 

Note: such terms as “reduced” or “regularly” are 
ruled out because the item on sale and the item with 
which it is compared and not exactly the same. 


Example 4. A dealer is offering merchandise bear- 
ing an imprinted manufacturer’s suggested list price. 

If the imprinted list price is realistic, the hand- 
ling of a sale price follows the statements given in 
Example 1 above. 

If the imprinted price is not realistic, the Better 
Business Bureau takes the position that the dealer 
is equally responsible with the manufacturer. After 
all, the dealer is presumed to have knowledge of 
values in merchandise, to know fair mark-ups, and 
to know that he is working off an artifically high 
retail price. 

This situation is in the area where a wash sale is 
made to establish a high price to support a statement 
such as “Item Z sold originally $157.98, now $49.99.” 

Such fanciful support is disallowed by this state- 
ment in the National Better Business Bureau pam- 
phliet: 

“Infrequent or isolated sales of an article at a 
manufacturer’s list price, or suggested list price do 
not validate the use of such a list price as a basis 
for savings claims.” 


The hard clamp down on misleading price claims 


Phony pricing practices go back to these two major 
causes: 

The hard-sell. When production of consumer goods 
exceeded demand something had to give. The pres- 
sure to get, and maintain, sales volume led to some 
pretty sharp practices, including phony prices, to get 
store traffic. 

The creeping, containing inflation. Time was when 
a 10 percent savings, or a reasonable mark-down, 
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meant something. But the customer’s sense of value 
has been blunted. Today a savings has to be movie- 
like super colossal to get attention from price-minded 
customers. 

The Federal Trade Commission opened the attack 
with a pamphlet issued Oct. 2 entitled “Guides Against 
Deceptive Pricing.” 

“The following guides have been adopted by the 
Federal Trade Commission for the use of its staff 





in the evaluation of pricing representations in adver- 
tising,”’ the pamphlet stated. 

The business community—especially manufacturers, 
advertising agencies, big retailers such as department 
stores—were stirred by the guides pamphlet, for FTC 
is an enforcement agency on correct business practices. 

Actually, the guides pamphlet was a history of what 
courts judged bad practices to be in actions brought 
by the FTC. The guides pamphlet was not a code of 
ethics sort of thing setting up a goal of ideal pricing 
practices. 

The Federal Trade Commission’s move on pricing 
practices was known to hardwaremen through a HARD- 
WARE AGE Washington News Bureau report in the 
Aug. 28, 1958, issue, p. 10. Progress of the move was 
reported in these issues: Oct. 23, p. 10; Dec. 4, p. 12 
and p. 96. 

The Better Business Bureau organization immedi- 
ately joined in the attack. 

The National Better Business Bureau issued a 
pamphlet “Comparative Price or Savings Claims.” The 
pamphlet was a reprint from a service maintained for 
advertising agencies on the “Do’s and Dont’s in Ad- 
vertising Copy.” 

The National Better Business Bureau’s pamphlet 
went farther than the FTC guides pamphlet in the 
field of correctly advertising reductions in prices 
involving comparisons. 

“A comparative price claim can be entirely legiti- 
mate. Yet, the use of fictitious comparative price claims 
has grown to such an extent that it has become a dis- 
grace, and is today’s most serious threat to public 
confidence in advertising, nationally and locally,” the 
National BBB pamphlet stated. 

“Fictitious comparative prices frequently appear 
on the retail level, but the problem is not confined to 
that area. 

“Fictitious comparative price claims have appeared 
in national advertising, and in copy prepared by na- 
tional advertisers for dealers’ use. Some national 


manufacturers and distributors have established in- 
flated ‘list’ prices for their merchandise and have 
pre-ticketed it with prices which provide a plausible 
prop for fictitious comparative price claims at the 
retail level.” 

The Association of Better Business Bureaus joined 
the attack by sending reprints of the FTC guides pam- 
phlet to Chambers of Commerce in non-BBB cities. 
Ten thousand FTC guide pamphlets were distributed. 

The Better Business Bureau moved in, at the local 
level, with manufacturers and retailers. 

For example, a price code was issued by the BBB 
in New York City, unanimously approved by 41 of 
the city’s biggest retail advertisers, and went into 
effect Jan. 1. 

“A basic principle of the code requires advertisers 
to avoid any claim or implication of price reduction 
or saving unless the claim is based either on a reduc- 
tion from the advertiser’s own bona fide price for the 
specific article or the current price at which the iden- 
tical merchandise is customarily sold in the New York 
market” the New York City BBB code states. 

“Advertisers will continue to be able to make com- 
parisons between the price at which they are selling 
any given piece of merchandise and other merchandise 
which is comparable in all material respects but in 
this case, the retailer must clearly disclose he is talk- 
ing about comparable merchandise. 

“Any specific ‘saving’ claim in dollars or percent- 
ages, which is not current, must show the basis for 
the claim in immediate conjunction with the adver- 
tised ‘saving.’ ”’ 

The BBB in New York City also has moved in on 
phony manufacturer’s suggested list prices. For 
example, during the Christmas season an article of 
men’s jewelry carried an imprinted list price of $7.50. 
This item was offered retailers at $5 per dozen. The 
BBB pointed out to retailers that they had a respon- 
sibility in recognizing something was phony on a sug- 
gested mark-up from 41¢ wholesale to $7.50 retail. 


What you can do about untair pricing competition 


If a competitor is taking unfair advantage with 
incorrect pricing practices, then make known your 
complaint. 

First, go to your Better Business Bureau. 

The BBB will listen to your complaint, investigate 
it without revealing your identity, and suggest fur- 
ther action if there is cause for a complaint that is 
not corrected. 

The Better Business Bureau in your town works 
with local advertisers throughout the area. Some 
states have laws against unfair pricing practices 
and your unsatisfied complaint may be presented 
to the local district attorney. 


If national advertising is involved your local Better 
Business Bureau can advise you on what action to 
take. 

There are 108 cities with BBB. If there is none 
in your town, then get in touch with your Chamber 
of Commerce or other businessman’s group. 

Another way to register your complaint is to write 
to the newspaper or radio station that carried the 
unfair price. Newspaper publishers and station man- 
agers are sensitive to complaints. They want their 
media to carry correct prices as a protection for 
their readers. 

@ End 
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Don’t be out of date... 


... it will cost vou money 


Today's tough competition demands that stores be kept up-to-date in appearance 

and in merchandise offered for sale. A simple, easy way to keep up-to-date on 
merchandise and merchandising aids and to make sure you are going to stay in business 

is to use the Buying Check List that begins on the opposite page. The popular new 
goods section of Hardware Age now has an index so readers can keep up-to-date easier and faster 
on new lines. The index helps readers quickly find new merchandise 

lines and new merchandising aids in which they are interested. Another service 

aids readers in getting information faster and easier on products advertised. Each 
advertisement now has a number. A circle made around the corresponding number on the 
business reply card in each issue bring readers more information about products 

and services advertised. Remember also to check with the salesmen of your wholesalers 


about new products and merchandising services they have to keep your merchandise 
selections up-to-date. 


How to make the Buying Check List work for you: 


(1) Check the index on the opposite page. Have 


this issue). Circle numbers on the card corre- 
department managers also check the index and 


sponding to numbers identifying advertisement 
and new products announcements on which you 
want more detailed information. Fill in your 
name and mail the card which is self-addressed 
‘ena and postage-paid. 

(2) Mark the business reply card (page 53 in , 


advertisements. Note advertisements and new 
products and new merchandising aids that you 
want to read carefully. 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 53, and mail. 


HARDWARE AGE BUYING CHECK LIST 


Here is a quick Check List of items described in the following pages 


| Heavy-duty folding rules | Four low-priced garden tools 
"| Lock maintenance fluid | Electric hedge trimmer 
~) Bath scales with handle ] Pocket tapes repackaged 
') Electric starter for mowers | Gold-plated lid on mailbox 
[] Chain saw display rack | New paint spray guns 
[] Improved workshop vise | Repair products special 
[|] Lightweight reel power mower | Large wrought iron mailbox 
[] Bicycle locks on cards | Skin-packed masonry drills 
[] Convertible step stool | Space saving drawer slide 
"| Rubber charcoal scuttle || Heavy-duty door closer 
[] Badminton set for doubles | Colorful big drinking mugs 
'] Upholstery sponge brush | Lobster-shaped food mold 
[] Dustless finishing sander | Color brochure on locks 
[] Wood boring drill set | Thin paintproof gloves 
79¢ juice mixer and server | Promotional outdoor grills 

[] 22 in. self-propelled mower | Revolving tool display 
[] Outdoor chef utensil set '] 30 cup electric percolator 
[}] Toilet seat in 7 hues | Unbreakable dinnerware 
[] Speedy hot dog broiler | Seeding unit for lawnmower 
"] Special on repair items | Covered aluminum loaf pan 
") Lunch kit, chopper specials | Expansive bit for drills 

~) Quality line boat finishes | Instant paste car wax 
|] Interior lock escutcheons -) Multipurpose steel brackets 

] Porcelain glaze repackaged ] Catalog on iron railings 


[] Tip action fishing lines ] Garden glove display box 
™) Low-cost lawn sprinkler | Fluxless aluminum solder 


[] Two power tiller models | Bulletin on connecting link 
[| Spray gun pack special | 32-page angler's catalog 
| Cartooned brazier cover ') Ilustrate screw chart 

| Upholstery supplies rack Plastic housewares display 
}] Permanent cesspool control | Peat moss advertising aids 
[] Promotional brush stand | Popular priced fishing lines 
'] Display pack for sprinklers | Improved 100 watt bulb 
") Large portable window fans "| Chest for large tools 
[] Colorful steel stove mats | Blister-resistant paint 


HARDWARE AGE BUYING CHECK LIST 





BUYING CHECK LIST 


Item 1 
Heavy duty folding rules 


Carpenters and mechanics will 
want these heavy duty 6 ft folding 
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rules with thicker sticks. Extra 
large joints are permanently lu- 
bricated. Straight grained hard- 
wood sticks are protected with a 
plastic coating. The Big 6 is an 
outside reading rule, the Big 6F is 
an inside reading type. Rules come 
packaged in a colorful hanger. A 
display flag for counter or window 
is packed with each box of six. In- 
troductory retail price is $1.89 for 
either model. Stanley Tools Div.., 
Stanley Works, Dept. HA, 111 Elm 
St., New Britain, Conn. 


Item 2 


Lock maintenance fluid 

Dixon Lock-Ease graphited lock 
fluid has natural colloidal graphite 
for protective lock maintenance. 
Homogenization assures unlimited 
shelf life. Lock-Ease guards against 
sticking and freezing and helps 
prevent rust and wear. This fluid 


Graphite 


Lock FLUID 
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gets into lock’s working parts and 
flushes dirt. A natural graphited 
film residue seals out moisture pro 
viding year-round protection. Lock- 
Ikase is sold in 4 oz drop-or-stream 
cans. Joseph Dixon Crucible Co.., 
Dept. HA, Jersey City, N. J. 


Item 3 


Bath scales with handle 

Here’s a bath scale that weighs 
accurately on carpets or uneven 
tile floors. The scale is only 1%, In. 
high for greater stability and ac- 
curacy. It has large easy to read 
dial graduations and an easy to 
clean vinyl mat. Comes in white, 
pink, black and yellow. Model 333 


(shown) with handle can be hung 
on the wall at home or for display 
in the store and sells for $6.75. 
Model without handle sells for 
$6.25. Hanson Scale Co., Dept. HA, 
1777 Shermer Rd., Northbrook, Il. 


Item 4 


Electric starter for mowers 

starter for 
rotary mowers is packaged as a 
complete kit. It sells for $19.95 to 
$24.95 depending on your area and 
whether you or your customer in- 
stalls it. Kit parts shown in illus- 
tration, left to right: extension 
cord, handle socket and _ cord 
clamps, stator gap spacers, rotor 
(the only moving part), stator 
housing, and handle socket and 
cord. When installed, the rotor fits 
on the mower crankshaft inside the 
stator and housing. Outside di- 


GE’s new electric 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


mension of unit for 3 hp engines is 
83, in. at base and a height of 2% 
in. Starter does not interfere with 
operation of recoil starter. Fits 


about 50 percent of the most popu- 
lar mower models now in use. Gen- 
eral Electric Co.. Dept. HA, One 
River Road, Schenectady, N. Y. 


Item 5 


Chain saw display rack 

This permanent display 
rack holds four chain saw models. 
It occupies less than 7 sq ft of floor 
space. An accessories shelf and 
literature rack are included. The 
bottom shelf area is 54 sq ft. The 


steel 


Remington 


rack frame is gray and header sign 
is red, white and blue. Remington 
Arms Co., Dept. HA, Remington 
Park, Bridgeport, Conn. 


Item 6 


Improved workshop vise 

An improved workshop vise, 
known as Columbian Workshop 
Model D-45, has a jaw width of 5 





ITEM NUMBER ON FREE POSTCARD, P. 53 


in. and a 6 in. jaw opening. Other 
vise dimensions are: pipe capacity, 
', x 2% iIm.; 


beam size, '4 In. 
steel channel measuring 17. x 2',4 
In.; jaw depth, 3°. in. It weighs 38 
lbs. Vises are individually packed 
in sturdy shipping cases. Colwm- 
bian Vise & Mfg. Co., Dept. HA, 
9021 Cleveland 4, 
Ohio. 


Bessemer Stf.. 


Item 7 


Lightweight reel power mower 
Five self-whetting precision 
blades of high carbon crucible steel 


with this 
Powered by a 4- 
cycle engine with rewind starter. 
Throttle and clutch controls are 
located on the handle. Its frame 
is non-dis*>rting gray iron. Grass- 
catcher hooks are part of the roller 
mounting. Tubular steel handles 
have rubber grips. Cut adjustment 
ranges from \% to 2 in. Weighs 80 
lb. Pennsylvania Lawn Mower Div. 
American Chain & Cable Co., Dept. 
HA, 929 Connecticut Ave., Bridge- 
port, Conn. 


provide an 18 in. cut 
power mower. 


Item 8 


Bicycle locks on cards 

Three fast-selling Slaymaker bi- 
cycle lock models are being offered 
on display cards. Popular combina- 
tion, laminated or low priced alloy 
bike locks are mounted six to a 
colorful, 104% x 15 in. punched 
ecard. Each display is individually 
boxed and shipped 12 or 24 to a 


» Slaymaker 


‘ @ 


carton. Slaymaker Lock Co., Dept. 
HA, Lancaster, Pa. 


Item 9 


Convertible step stool 

Here’s a new step stool designed 
to double as a stylish extra chair. 
It has been added to Cosco’s Styl- 
aire line. Comes in washable plas- 
tic upholstery in a red, yellow or 
patterned charcoal. Rubber-treaded 
steps provide a safety feature and 
chromium-plated legs add durabil- 


itv. The Model 44-A has a 24 in. 


high seat. Cosco Household Div., 
Hamilton Cosco, Inc., Dept. HA, 
Columbus, Ind. 


Item 10 


Rubber charcoal scuttle 
Here is a handy container for 


carrying charcoal on _  cook-outs, 


patio parties and picnics. 
in all black to avoid showing 
smudges. It is attractively stamped 
in gold with snug-fitting lid. This 
Rubbermaid charcoal scuttle is 
made of plastic with a wire bail 
and plastic handle grip. The light 
weight container retails at $3.95. 
Rubbermaid Inec., Dept. HA, 1201 
E. Bowman St., Wooster, Ohio. 


Comes 


Item 11 


Badminton set for doubles 


Here is a boxed doubles’ Badmin- 
ton set which has been added to 


There are 
four Airway rackets strung with 
monofilament nylon, two shuttle- 
cocks, one net, one set of metal 
posts and an official badminton rule 
book. Draper-Maynard Co., Dept. 
HA, 4861 Spring Grove Ave., 
cinnatit 32, Ohio. 


the MacGregor line. 


(in- 


Item 12 
Upholstery sponge brush 


Here’s a squeeze bottle with a 
control flow for cleaning home up- 
holstery or automobile seats. Color- 
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BUYING CHECK LIST shaking. Hot or cold beverages 


Want more details? Just circle item number on p. 53. 


New! CARBONA Upholstery 


HAM poozer 


eo 


ful and flexible bristles combine 
with a polyurethane sponge for 
simultaneous, automatic sponging- 
brushing action. Shampoozers are 
attractively packaged with a bottle 
of Carbona soapless lather to re- 
tail at $1.98. Six displays to a car- 
ton. A. G. Jacobus’ Sons, Inec., 
Dept. HA, 770 Bloomfield” Ave.. 
Verona, N. J. 


Item 13 


Dustless finishing sander 
This new orbital action finishing 
sander connects to any vacuum 


cleaner for dustless operation. The 
Dust-Less unit is powered by a 
B & D motor to deliver 4300 orbits 
per minute. Will sand with, against 
or across wood grain surfaces with- 
out swirl marks or scratches. Light, 
compact and easy to handle. Dust 
is removed instantly from work 
surfaces. Includes 5 ft flexible 
hose with instant-release switch 
with locking pin. Suggested retail 


price is $45.95. Black & Decker 


Mfg. Co., Dept. HA, Home Utility 
Line, Towson, Md. 
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can be served in the container 
which does not absorb beverage 
flavors. Two Pyrex items offered 
as Hardware Week specials are a 
Item 14 1% qt loaf dish regularly 89¢, 
. , yriced at 66¢, and a 6-cup teapot 
Wood boring drill set arent from $2.98 to $2.33. nm 
Eight bit sizes are offered in ing Glass Works, Dept. HA, Corn- 
Parker’s No. 10 wood boring drill ing, N. Y. 


set. Sizes include 4%, %, %, %, 
34, %, land 14 in. bits. Machined 
to bore fast clean, true holes in Item 16 
wood, plastic, panel board, plaster 
and compositions. Made of hard- 22 in. self-propelled mower 
Called the Viscount, this 22 in. 
Sa Lut ss power-propelled rotary mower com- 
“WOOD BORING DRILL SET bines an enclosed rear wheel drive 
pasate and the turbo-cut suction lift disc. 
in sl A new aerodynamic discharge con- 
trol grass chamber is featured. The 
engine and clutch controls are 
mounted on the handle. Power is 
provided by a 3 hp Briggs & Strat- 
ton engine. Model 81 Viscount has 
a new nonsnag, safety handle. Re- 


Uke — = 
le 














ened tool steel. Set comes with a 
universal shank which holds each 
bit and fits 14 in. electric drills and 
drill presses. Packaged in a colored 
plastic case. Sets are carded for 
hanging or standing. Retails for 
$2.75. Parker Mfg. Co., Dept. HA, 
149 Washington St., Worcester, 
Mass. 


tails for $139.50. Jacobsen Mfg. 
Item 15 , | ccm Wanks 
Co., Dept. HA, 747 Washington 

79¢ juice mixer and server Ave., Racine, Wis. 

Homemaker traffic will be at- 
attracted to this 79¢ Pyrex juice 
Item 17 
Outdoor chef utensil set 

A fork, tongs and spatula come 
in the deluxe outdoor chef utensil 
set shown here. Blades are of high 


server for mixing a 6 oz can of 
frozen juice. Capacity markings on 
the 1 qt servers simplify mixing. 
Mixer comes in a turquoise design 
with a plastic neck stopper for 























If you want to sell housewares, go where every page is full 
of ideas that sell: Better Homes & Gardens, the family 
idea magazine. It’s impossible to go through any issue of 
Better Homes & Gardens without finding hundreds of ideas 
that sell housewares, directly or indirectly. How do BH&G 
reader households compare with the U.S. average in adopt- 
ing new housewares ideas? For instance: more than one out 
of five BH&G readers live in households owning an electric 
deep fat fryer — and that’s 62% above the U.S. average! 


During the year 3 of America reads 


“a... the family 


a amen Oa idea magazine 
Want more facts? Circle 111, p. 53 
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Want more details? Just circle item number on p. 53. 


quality stainless steel. Handles are 
Brazilian rosewood. A hand 
wrought iron rack for hanging 
utensils comes with the set. It has 
an acetate tube for storage pur- 
poses. It retails at $14.95. Russell 
Harrington Cutlery Co., Dept. HA, 
Southbridge, Mass. 


Item 18 


Toilet seat in 7 hues 
Here’s an improved Puritan Style 
toilet seat offered in plain white 


und marbelized black, blue, green, 
yellow, coral and burgundy. It fea- 
tures an all-enclosed, all plastic. 
solid type seat with an extended 
back design. Century Products. 
Inc., Dept. HA 3510 Chatham Ave. 
Cleveland 13, Ohio. 


Item 19 
Speedy hot dog broiler 


This new Westinghouse appli- 
ance, the Dog-O-Matic, cooks six 
hot dogs in 90 seconds. Electric 
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current passing through electrodes 
attached to each weiner cooks them 
from the inside out retaining flavor 
and juices. The lid of the cooker is 
removable for cleaning and the bot- 
tom portion can be washed in 
water. The unit operates on ordi 
nary household current of 110-115 
volts. Westinghouse Electric Corp., 
Dept. HA, 200 BE. Fifth Ave., Mans- 
field, Ohio. 


Item 20 


Special on repair items 

A new carton resembling a pirate 
treasure chest offers 12 tubes of 
Duro Plastic Aluminum plus two 
free surprise tubes. The two free 
tubes, packed inside every carton, 
are Duro’s plastic aluminum, plas- 
tic rubber or plastic porcelain. A 
profit of nearly 50 percent is pos- 


sible on the chest valued at $14 
retail. Sales promotion and point 
of sale display material is offered 
for this Hardware Week special. 
Woodhill Chemical Co., Dept. HA, 
1391 E. 33rd St., Cleveland, Ohio. 


Item 21 


Lunch kit, chopper specials 

Your costs on the Universal 
jumbo workman’s lunch kit and 
food chopper have been reduced. 
The lunch kit which regularly lists 
at $5.25 is available at a special 
consumer price of $4.75. The chop- 
per, regularly $5.50, is marked 
down to $4.95. The lunch kit is 
extra large and carries a 1% pt 


bottle. The large size food chopper 
has three self-sharpening cutters. 
Both items are Hardware Week 
specials. Landers, Frary & Clark, 
Dept. HA, New Britain, Conn. 


Item 22 
Quality line boat finishes 


Premium quality boat finishes 
are available in the Ripolin line. 
The line’s hull, deck and topside 
enamels withstand extreme 
ther conditions. These enamel rac- 


Wea- 


ing finishes are applicable on wood, 
steel or fiberglas bottoms. Ripolin’s 
anti-fouiing bottom paints combat 
sub-surface marine growth. Self- 
selling merchandisers enable deal- 
ers to display complete 
ments. Eye-appealing electric signs 
and other merchandising material 


assort- 


available also. Glidden Co., Dept. 
HA, Madison Ave. and Berea Rd.., 
Cleveland 2, O. 


ltem 23 


Interior lock escutcheons 


Here’s a line of escutcheons for 
interior locks, designed to harmo- 
nize with Dexlock entrance sets. 
These escutcheons are miniature 
versions of the Dexlock Colonial 





NOV, 
A SATISFACTION 


GUARANTEED 
POWER TOOL 


Remungton 


Unmatched Power— Remington’s new Model 
149DL de luxe +44” drill delivers up to ¥3 horse- 
power. Elegant triple-tone styling—copper-plated 
gear case, black trim and trigger, polished alumi- 
num housing—permanently good-looking. Has 3- 
conductor cord with adapter. See it at your dealer’s 
. only $29.95.” 

REMINGTON GUARANTEES that unless you are 
satisfied in every way with the 149DL de luxe 4” 
drill you may return the tool within 60 days from 
date of purchase and get your money back. 
Remington Arms Company, Inc 


Bridgeport 2, Conn.—famous for 
mam since iene 


«Specifications and price subject to change without notice. Price slightly 
higher in Canada 


Guaranteed 
satisfaction 
creates sales 
for new 
Remington drill 


Millions of consumers have been invited to try 
the new Remington Model 149DL de luxe 14” 
drill with the guarantee of complete satisfac- 
tion or their money back. Advertisements in 
Life, The Saturday Evening Post, Popular Me- 
chanics and Popular Science have assured them 
Remington is the name they can trust in power 
tools. With Remington, sound, well-planned 
promotions like this help you sell power tools. 


New Remington Model 149DL Drill 


Remington guarantees its new Model 149DL, be- 
cause no other ! ,”’ drill matches it for performance 
and styling. The new Model 149DL delivers more 
power per dollar—up to 4 horsepower. Its elegant 
triple-tone styling stars in any workshop. This 
sales-winning combination can be a brilliant new 
customer attraction for your store. 


You can profit with Remington 
This promotion backing up an exciting new tool is 
just one example of why Remington means power- 
tool business for you. The Remington program is a 
blueprint of opportunity, growth and profit. Write 
for full details and names of your local Remington 
wholesalers. 


Remington Arms Company, Inc. 
Bridgeport 2, Connecticut 

IN CANADA: Remington Arms of Canada Limited 
36 Queen Elizabeth Bivd., Toronto, Ontario. 


Want more facts? Circle 112, p. 53 
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and Portrait entrance escutcheons. 
Can be used with all Dexlock sets 
having either tulip shaped or stand- 
ard rounded knobs. Available in a 
complete range of standard finishes. 
Dexter Lock Div., Dexter Indus- 
tries Inc., Dept. HA, 1601 Madison 
Ave. SE, Grand Rapids 2, Mich. 


Item 24 


Porcelain glaze repackaged 
Tilette, a liquid porcelain glaze, 
has been repackaged in a protective 
bubble pack. Provides an attractive 
selling display for counter, rack or 


® UuQuiD 
PORCELAIN GLAZE 


PORCELAIN 
on SINKS, BATHTUBS. REFRIGERATORS 
and all Porcelain Items where 
Heat is Not Subjected to Surface 


N 


wall hook. Tilette Cement Co., Dept. 
HA, 401 Lafayette St., New York 
3, N. Y. 


Item 25 


Tip action fishing lines 
Flipline rods are offered in 
lengths up to 7 ft, with tip actions 
ranging from light to super light 
for sportier fishing. Each has an 
offset handle and oversize guides 
for spinning or bait casting. A 
total of 24 new holloglass and solid 
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glass Flipline rods offer you a se- 
lection of lengths, actions, features 
and styling. Tackle Div., True 
Temper Corp., Dept. HA, 1623 
Buclid Ave., Cleveland 15, O. 


Item 26 


Low-cost lawn sprinkler 

Priced for volume sales, the 
Stroller walking sprinkler retails 
at $25.95. Tracto-drive tires in- 
traction without bruising 
the grass. Features variable speed 


crease 


beg, al 


ca Ae 
6 , 
“_z 
¥. 


gears. A special stop device halts 
sprinkler but allows it to continue 
spraying and prevent bursting of 
hose. Unit is backed by manufac- 
turer’s money-back guaranty. La- 
fayette Brass Mfg. Co., Dept. HA, 
409 Lafayette St., New York 3, 
N.Y. 


Item 27 


Two power tiller models 

The Titan line has introduced a 
heavy duty tiller (shown) and a 
custom model, both for the popular 
price, volume market. The heavy 


- e od 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


duty tiller has a 3 hp engine, an 
automatic rewind starter and a 16 
in. tilling width extendable by 4 in. 
increments to 40 in. Sells for about 
$145. The custom tiller has a 2.2 
hp engine with a rope starter, a 
12 in. tilling width extendable to 
36 in. and an 11% in. rotor. Re- 
tails for about $119. Populsion 
Engine Corp., Div. Food Machinery 
& Chemical Corp., Dept. HA, 311 
Marion Ave., S. Milwaukee, Wis. 


Item 28 
Spray gun pack special 

These garden hose spray guns 
are offered to dealers in a special 
starter pack to provide an assort- 
ment for a minimum outlay. In- 
cluded are one dozen’ Bradson 
spray guns and a two-color counter 
card. The pack includes three each 
of bug, pest, grass guns and Gro- 
guns at a= special introductory 
price. The triangular-shaped coun- 
ter display holds two guns. Brad- 


son Co., Dept. HA, 2165 Kurtz St., 
San Diego 1, Calif. 


Item 29 


Cartooned brazier cover 

A cartoon figure of a chef shows 
through the polyethylene package 
of this yellow brazier cover to cre- 
ate impulse package, 
10 x 19 in. including colorful de- 
scriptive heads, can be used as a 
counter display or hung on the 
wall. It is made of rubberized can- 
vas for all weather protection. Its 


sales. The 





ITEM NUMBER ON FREE POSTCARD, P. 53 


26 in. diameter and 18 in. skirt 
fits all standard circular braziers 
including hooded models. The can- 
vas is printed in green, red and 
black. H. Wenzel Tent & Duck Co.. 
Dept. HA 2200 S. Hanley Rd., St 
Lowis 17, Mo. 


Item 30 


Upholstery supplies rack 
The Tackanail Select-O-Mat is a 
revolving display rack, featuring 





upholstery nails, 3-prong furniture 
glides, ball casters and thumb tack 
boards with handy hang-up holes. 
This displayer features 44 different 
items, styles and finishes in only 
13 in. of space. You’ll like its small 
size and self selling features. 
American Tack Co., Dept. HA, 
Flatiron Bldg., N. Y. 10, N. Y. 


Item 31 


Permanent cesspool control 

Two applications per year of this 
new chemical formula for cleaning 
cesspools and septic tanks provides 


permanent cesspool control. Septi- 
Van remains in the tank to con- 
tinue its work over a long period. 
This new product is nonacid, non- 
caustic and completely harmless to 
metal and fiber pipe lines and 


plumbing. Ground seepage is im- 
proved. It is harmless to plant life 
and trees. Sanivan Laboratories, 
Inc., Dept. HA, 5129 “F’”’ St., Phila- 
delphia 24, Pa. 


Item 32 


Promotional brush stand 
Twenty-four brushes in four 
popular floor model styles, with 
handles are offered for promotion 
in this Profit-Pak display. The as- 
sortment features 14 and 16 in. 
Tampico fiber brooms, 18 in. soft 
horsehair and mixture 
brooms and 18 in. heavy-duty fiber 
brooms for outside sweeping. Dis- 
play stand is made of bright alu- 
minized steel wire complete with 
colorful top sign. Wright-Bernet, 


Tampico 


(meni 
“rT 
TT 


Inc., Dept. HA, 1524 Bender 
Hamilton, Ohio. 


Ave., 


Item 33 
Display pack for sprinklers 


Colorful Demo-Pac display fea- 
tures Sherman’s Square ’n Circle 


' 
sprinklers. Includes three sprin- 
klers worth more than $41 retail. 
Free display is 18 x 15 x 22 in. 
Designed to aid impulse sales. 
H. B. Sherman Mfg. Co., Dept. HA, 
22 Barney St., Battle Creek, Mich. 


Item 34 


Large portable window fans 
Lau’s new line of five large port- 
able window fans, with added con- 


. 
* 
‘ § bP 


ui 


¥ | 





trol features, includes three 20 in. 
models, one 16 in. diameter blade 
and a 12 in. Each model is 
mounted in a 
may be placed on floors or tables. 
They are equipped with a partially 
recessed streamlined steel handle. 
Prices range from $39.95 to $59.95. 
Lau Blower Co., Dept. HA, 
Home Ave.. Dayton 7, Ohno. 


size. 


easily window or 


2027 


Item 35 


Colorful steel stove mats 

3udget-minded housewives who 
are style-conscious will like this 
stove mat with attractive oriental 
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Want more details? Just circle item number on p. 53. 


motif. Shantung’s stove mat pro- 
tects against heat, 
scratches and marring. It has an 
easy-cleaning steel top, air cell in- 
sulation and a soft asbestos back. 


surfaces 


Colors are red, yellow and gray. 
Sizes to fit all stoves. Retails from 
15¢ to 89¢. Ballonoff Metal Prod- 
vets Co., Dept. HA, 2138 Lee Rd., 
Cleveland 18, Ohto. 


Item 36 


Four low-priced garden tools 


Included in this low-priced line 
of garden tools are a hoe, bow rake, 


ma 


' 
Y 


cultivator and 
Implement heads are full- 
size and heavy gauge, high carbon 
steel and painted bright red to at- 
tract store traffic. Full length han- 
dles are clear-lacquered select hick- 


speedy half-moon 


edger. 


riveted to the 
head sockets. The 
shown here has a sharp 61% x 
61% in. head. Bow rake has a full 
depth deep digging 3% in head. 
Tools come packaged six to a bun- 


ory, firmly steel 


garden hoe 


dle. Gardez, Inc., Dept. HA, 500 N. 


Carroll Ave., Michigan City, Ind. 
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Item 37 


Electric hedge trimmer 

Two beveled edge chrome-vana- 
dium steel cutting blades are fea- 
tured in this electric hedge and 
shrub trimmer with a ball bearing 
1/15 hp, AC-DC motor. It is light- 
weight and well balanced. Its gear 
assembly is encased in housing with 
sealed in lubricant. Comes in 16 


in. cut at $49.50 and in 30 in. cut 
for $89.75. Little Wonder, Inc.., 
Dept. HA, 1028 Street Rd., South- 
ampton, Pa. 


Item 38 
Pocket tapes repackaged 


All Evans steel pocket tapes, ex- 
cept Thin-Tape, now come pack- 
aged in a Holster-Pak, a leather- 
like, fitted holster that clips to the 
belt. Each tape in its holster comes 
attached to an individual perfo- 
rated panel card that can be sold 
on racks or bins. The retail price 
of these tapes will not be increased 
due to the new package. This new 
packaging design keeps the tape 





handy and can be used right from 
the hip. Evans Rule Co., Dept. HA, 
400 Trumbull St., Elizabeth, N. J. 


Item 39 


Gold-plated lid on mailbox 


Heavy traffic will be attracted to 
this Orna-Metal mailbox which has 


a 24 carat gold-plated cover over 
a white body. The medallion is 
cast from original designs. The 
mailbox is 12 x 3 x 10 in. Packed 
in an individual 200 lb test ship- 
ping carton. Retails at about $9.98. 
Southern Fabricators Corp., Dept. 
HA, 224 Aero Drive, Shreveport, 
La. 


Item 40 


New paint spray guns 
Nine paint 
added to the 


spray guns were 


Campbell-Hausfeld 


line. They feature bleeder and non- 
bleeders, with internal and external 
mix and pressure and siphon feed 
models. These guns are of light- 
weight alloy with balanced pistol 
grip handles. Units for industrial 
shops, maintenance, rental outlets 
and home workshops are included. 
The guns have standard pipe size 
connections with 1% in. for air, °s 





Introducing an entirely new development 
in closed face spin casting reels, the Impala features 
automatic feathering with large rubber cam (no more pinched 
lines!) . Automatic anti-reverse, positive case-hardened pickup mechanism 
and smooth brake action with exclusive spring loaded micro-disc drag for 
greater all-around fishing ease. 100 yards 6 lb. monofilament line pre-wound on 
spool. Die-cast aluminum construction. Anti-corrosive epoxolite finish ... . 


AIREX CORPORATION 


Division of The Lionel Corporation + 411 Fourth Avenue - New York 16, N. Y. 


Want more facts? Circle 113, p. 53 
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in. for materials and operate at 
pressures of 30/50 psi. High ca- 
pacity 10 hole fluid tips, inter- 
changeable internal-external mix 
air caps, and adjustable spray 
width controls are available with 
most models. Campbell-Hausfeld 
Co., Dept. HA, Railroad Ave., Har- 


rison, Ohvo. 


Item 41 


Repair products special 
Housewives and at-home repair- 

men are heavy traffic for bubble- 

packaged Magic Plastic Aluminum 


and new Magic Rubber. A _ free 


' MAGIC 


ie RUBBER 


3190: 


wire rack display eight 
aluminum repair tubes and _ five 
of the waterproof rubber paste is 
offered for the cost of 12 tubes 
as a Hardware Week Special. Plas 
tic applicator-spreader caps elim- 
inate tube clogging. Each tube is 
pre-priced for $1. Magic Iron Ce- 
ment Co., Dept. HA, 5403 Bower 
Ave., Cleveland 27, Ohio. 


holding 


Item 42 


Large wrought iron mailbox 
Classical styling and modern 
utility are combined in this Leigh 
Aristocrat mailbox. The mail com- 
partment swings out from the top 
to open. Holds large newspapers, 
magazines or catalogs. Overhang- 
ing top protects contents from the 
weather. Wrought iron model, with 
black baked enamel finish and brass 
trim, retails for about $8.50. In 
solid brass, about $22.50. Bulletin 


48 © HARDWARE ACE, January 29, 1959 


available on the full line. Leigh 
Building Products, Div. Air Con- 
trol Products, Inc., Dept. HA, 
Coopersville, Mich. 


Item 43 


Skin-packed masonry drills 

These carbide-tipped drills are 
skin-packaged in three groups and 
offered in open stock bulk unpack- 
aged. Shown is a pre-priced assort- 
ment retailing for $23.71. 
cost is $15.76. 


Dealers 
A free wire rack 
for wall or counter use comes with 
this display. Five open stock size 


are available in 3/16, 44, 5/16, 


>? 
~~ 





and ‘% in. sizes. Two open stock 
sets come with 4 pe in each. Oxwal! 


Tool, Dept. HA, 928 
Fe OF Pee 


Broadway, 


Item 44 


Space saving drawer slide 
Because it uses waste between 

drawers, Amerock’s new bottom 

mounting drawer slide allows full 


drawer capacity while providing 





Drawer 
four large 
rack is of 
heavy gauge ribbed steel and heavy 
zinc plating with golden chromate 
finish provides rust resistance and 
lubricating qualities minimizing 
noise. Comes in standard sizes for 
17, 20, 22 and 24 in. drawers. Com- 
plete set retails for $1.89. Amerock 
Corp., Dept. HA, 4000 Auburn St., 
Rockford, Ill. 


free rolling convenience. 
travels smoothly on 


nylon rollers. Cabinet 


Item 45 


Heavy-duty door closer 
Not even a screwdriver is needed 
to adjust the air valve regulating 


NEW! Hand Operated 
AIR ADJUSTMENT 
NO SCREW DRIVER NEEDED 


HOOR CLOSER 


the door’s closing speed since a 
hand operated air adjustment has 
been added to this pneumatic door 
A counter demonstrator of 
this heavy-duty closer is shown 
here. H. B. Ives Co., Dept. HA, 


5 Artizan St., New Haven 8, Conn. 


closer. 


Item 46 
Colorful big drinking mugs 


These mugs of highly glazed 
Stanfordware are packaged four to 
a gift set. Retail for about $7.95 
per set. They are white glaze, 
decorated with game fish, sporting 
dogs, game birds or antique cars. 
Mugs are 5 in. high and 3% in. 





A LARGE FAMILY OF FAST SELLING PRODUCTS 
backed by,the biggest National Advertising 
Campaign of any attachment manufacturer. 


Feature these popular tools NOW for greater 4 


ste i “ARCO JIG-SAW” Ags — | 
erie veceichng dccley bores tor _ Tur I = cee Ty 
' Circle-Cutter & 4s 7 ” _ 
easier, quicker sales. Rip Gage. $10.95 om owed 
retail. ment with Industrial- 
type Clutch & exclu- , 
“ARCO SCREW-DRILLS” sive Bit Holder. $5.95 
4 sizes for every wood- “ Pe retail. | 


i —~w 1 yA 
Set at 4. br Bp “ARCO HOLE-SAW” 


iat with exclusive automatic 
93.58 retail. «le ; , son o “Slug-Ejector”’. Works 3-times 
“ARCO 2-SPEED «=. - Se faster than others. 8 models 
ANGLE-DRIVE”’ nj from $5.95 retail. 
Right Angle Gear | . 
Drive for % or $3 “ARCO 2-SPEED 
double drill speed. GG oe ANGLE-BUFFER” 
$4.95 retail. : The perfect tool #ae 
“ARCO-SAW” : for sanding & buff- 
Cuts 2x4’s. Saws Order “ARCO” ing. $6.50 retail. aaa 
grooves with exclu- Tools from your jobber 
sive “Dado-Arbor 
or write today for 
BRAND NEW 1959 CATALOG 
which includes many more ‘‘ARCO” Tools. 


ARROW METAL PRODUCTS CO. 


=— 421 WEST 203rd STREET + NEW YORK 34,N. Y. 
Want more facts? Circle 114, p. 53 





The Maque Of movern hall ’ 


aso 
High Qually 


ISLAND DISPLAYS 


WALL SECTIONS 


OVER-COUNTER DISPLAYS Veg RNes Gs 
AT LOWEST COSTS NR ae | 
Ba CREATED with KASON HARDWARE. 


More Sales For Your Faint Department 


Prepare for this spring’s BIG do-it-yourself BRANCHES: 
business with the MAGIC of KASON’S MOD- 

ERN DISPLAYS. Whether you require an oA in nanan oT 
Island Display for seasonal expansion or a amin 
complete modernization of your paint de- 

partment you can achieve these at LOWEST S607 GRAND RIVER 
COSTS with KASON STRUCTURAL UNITS. BOSTON 


Write for descriptive literature and catalog. 26 CAMBRIDGE ST., 
ALLSTON, MASS. 


KASON HARDWARE CORPORATION = Los anceves 


71 WALLABOUT ST., BROOKLYN, N. Y. 3410 W. WASHINGTON BLVD. 











Want more facts? Circle 115, p. 53 
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BUYING CHECK LIST 


wide arid will hold over 20 oz. Are 
useful as large cups or decorative 
Stanford Pottery, Ince., 
Dept. HA, 40 S. 15th St., Sebring. 
Ohavo. 


pieces. 


Item 47 
Lobster-shaped food mold 


Homemakers who like to dress 
up salads, desserts or main dishes 
will want this lobster-shaped Mirro 
mold. Also makes an attractive 
wall plaque with a handy ring for 
hanging. Its gleaming Copper- 
Tone Alumilite finish won’t chip, 
peel or tarnish. Seamless construc- 
tion makes cleaning easy for the 
mold which serves from four to six 
people. Retails for $1.75, $1.95 in 


the West. Mirro Aluminum Co.. 
Dept. HA, Manitowoc, Wis. 


Item 48 


Color brochure on locks 
Architects, builders and home- 

owners will be interested in this 

recently published full color bro- 
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chure on locks and _ escutcheons. 
Complete specifications, recom- 
mended uses and cutaway drawings 
are included. Particular emphasis 
is given to the new Challenger 900 
series heavy duty lock. Challenger 
Lock Co., Dept. HA, 4865 Exposi- 
tion Blvd., Los Angeles, Calif. 


Item 49 
Thin paintproof gloves 


Professional or amateur painters 
and persons allergic to rubber 
gloves will want these thin paint- 


proof gloves with high nonaller- 
genic properties. Tapered 
protects wrists and 


length 
lower arms. 
They’re easy to put on and remove. 
Gloves are reversible for nonslip 
grip. Colorful, open end package 
permit customer inspection, keeps 
gloves clean and paired. Notched 
end flap allows rack display. Avail- 
able in small, medium and large 
sizes for 59¢. Pioneer Rubber Co., 
Dept. HA, 1939 Tifflin Rd., Willard, 
Ohio. 


Item 50 


Promotional outdoor grills 


The Cadet line of promotional 
barbecue braziers has four basic 
models, three with 24 in. fire bowls 
and interchangeable accessories. 
All models have hardwood cutting 
boards, over-size wheels and bright 
plated legs. One model has inter 
changeable long and _ short legs. 
Shown here is the 20 in. high cock- 
tail table grill, ideal for cooking 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


while seated. The 24 in. fire bowl 
is of heavy gauge steel guaranteed 
against burnout. Four legs give 
the grill stability. Arvin Indus- 
tries, Ine.., Dept. HA, Columbia, 
Ind. 


Item 51 
Revolving tool display 


Less than 1 sq ft is needed to 
display this revolving counter mer- 
chandiser for 25 inexpensive deco- 
rating tools. The display and spe- 
cial tool hangers are furnished free 
with the No. 1033 tool assortment. 
All tools are retail-priced and easi- 


ly removed from the convenient 


hangers for self-service sales. War- 
ner Mfg. Co., Dept. HA, 801 16th 
Ave., S. E., Minneapolis 14, Minn. 


Item 52 


30 cup electric percolator 

This party-size coffee maker has 
been added to the line of Mirro- 
Matic percolators. It’s a 30 cup 
electric percolator that’s completely 
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automatic. No dials or switches to 
set. Brews from 10 to 30 cups at a 
time, then keeps it serving hot. 
Self-measuring marks on percolator 
and coffee basket show amount of 
coffee and water to use. Red button 
lights up when coffee is done. Use- 
ful for clubs, lunchrooms, churches, 
restaurants, lodges and hospitals. 


Price is $24.95. Mirro Aluminum 
Co., Dept. HA, Manitowoc, Wis. 


Item 53 


Unbreakable dinnerware 
Unbreakable, heat resistant and 
stain-proof qualities are featured 
in this line of polypropylene plastic 
dinnerware. The Lady Arnold line 
consists of a 16 piece set which 
includes four dinner plates, four 
butter plates and four cups and 
Desertone, 
pink, Sun Glo and Aquatone. A. 
(’. Martinelli-Rogers Plastic Corp.., 
Dept. HA, West Warren, Mass. 


saucers. Colors are 


Item 54 


Seeding unit for lawnmower 
Owners of riding lawn mowers or 
small tractors will be interested in 
the Lawn Beauty fertilizer and 
seed spreader which can be at- 
tached to their present models. 
This unit has a 30 in. hopper with 
a capacity of 85 lb which can han- 
dle large lawn areas, landscape 
work, public parks, schools, indus- 
trial grounds and athletic fields. 
Another new model has the line’s 


on-off handle control assembly. 


Fertilizer and seed spreaders are 
available with hopper bottoms and 
slides in stainless steel or specially 
treated rust resistant steel. Schnei- 
der Metal Mfg. Co., Dept. HA, 1805 
S. 55th Ave., Chicago 50, Ill. 


Item 55 


Covered aluminum loaf pan 


Your women customers will ap- 
preciate this easy way to carry 
food to picnics, parties or covered 
dish suppers in this rust-proof 
aluminum loaf pan. Just the right 
sandwich size for meat loaf. Heats 
evenly. Transparent styrene cover. 
Packed 12 to a carton. 
S9¢. Hnterprise 


tetails for 
Aluminum Co., 


Dept. HA, Columbus Heights, Mas- 
sillon, Ohio. 


Item 56 


Expansive bit for drills 
Homecraftsmen will be traffic for 
this additional expansive bit for 
use in electric drills or drill presses. 
This bit is a larger version of the 


popular Hobbyist. A drill press 
with a %.-in. chuck can bore any 
hole from ™% to 3-in. dia. with this 
bit. Comes with a point which is 
threaded approximately three-quar- 
ters of the way around for im- 
proved pulling power. These bits 
are packed in a transparent plastic 
tube. Connecticut Valley Mfg. Co.., 
Dept. HA, Centerbrook, Conn. 


item 57 


Instant paste car wax 
New Instant Simoniz is a paste 
wax and cleaner in a push-button 





INSTANT 
SIMONI: 


: 


Wrecny all 
7 Soe oer 


can. This paste improves the luster 
of all car finishes including new 
acrylics, melamines, lacquers and 
enamels. The retail price is $2.59. 
Simoniz Co., Dept. HA, 2100 S. In- 
diana Ave., Chicago 16, Ill. 


Item 58 


Multipurpose steel brackets 
Your customers can make a 6 ft 
picnic table and two benches for 
less than $20 with these brackets 
and some lumber. Brackets sell 
for about $8. The 2 x 4 in. legs 
slide into the brackets, are tight- 
ened by a thumbscrew, then at- 
tach to the crossparts by screws. 
They come in four sizes for making 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 53. 


tables, benches, sawhorses, scaf- 
folds, 


tables. 


stools and island display 
The welded steel brackets 
are guaranteed to withstand 2.000 
lb of weight. Saturn Mfg. Corp., 
Dept. HA, Topeka, Kan. 


Item 59 


Catalog on iron railings 

Architects, builders and do-it- 
yourselfers will like ideas shown in 
this colorfully illustrated cataiog of 
Versa traditional wrought iron 
railings and columns. It illustrates 
and describes these adjustable rail- 
ings with heavy weight spindles. 
Versa Products Co., Dept. HA, 
Ohio St., Lodi, Ohio. 


Item 60 
Garden glove display box 


Edmont offers its 59¢ Juleps 
utility glove and 98¢ Green Thumb 
garden glove in a combination dis- 
play box. The box is only 14'%-in. 
wide, it holds 2 doz Juleps of one 


2% 
ced 


GARDEN & UTILITY GLOVES 


by Edmont 
Comfortable - Practical » Long wearing 


a 


~ 
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size in assorted colors and 1 doz 
assorted or solid size Green Thumb 
gloves. Unit stands free on coun- 
ters or hangs on perforated panels 
with attachment fixtures. The dis- 
play comes free with the gloves 
which cost $17.28 and retail for 
$25.92. Edmont Mfg. Co., Dept. 
HA, 1300 Walnut St., Coshocton, O. 


Item 61 


Fluxless aluminum solder 

Home repairmen will be traffic 
for Chemalloy fluxless solder which 
can be used to solder or weld alumi- 
num, zinc, copper, brass and other 


metal surfaces. Joints of high 





strength can be gotten by preheat- 
ing metals to about 500 deg. with 
a hand propane torch or other heat 
source, then melt solder by light 
rub-on contact. No flux, metal 
preparation, special skill or facili- 
ties are needed. Two oz 8 in. rod 
lists for 49¢. Chemalloy Electronics 
Corp., Dept. HA, Gillespie Airport, 
Santee, Calif. 


Item 62 


Bulletin on connecting link 


The advantages of the McKay 
Coupl-loy Link, an improved alloy 
link for making on-the-spot chain 
slings and assemblies, are described 
in this bulletin. Reference charts 
give the correct links to use with 
assemblies of slings and double 
sling chains. Drawings show how 
to assemble and disassemble these 
links. Working load limits, selec- 


tion of component parts and a load 
chart for determining chain sizes 
according to lift angles are de- 
scribed. McKay Co., Dept. HA, 
1005 Liberty Ave., Pittsburgh 22, 
Pa. 


Item 63 
32-page angler's catalog 


A 32-page catalog on “How to 
Choose and Use Your Shakespeare 
Tackle” is offered free in liberal 
quantities to dealers. It is printed 
in alternating four-color and two- 
color pages. Edited with the co- 
operation of Ben Hardesty, seven 
times U. S. professional casting 
champion and 1957 world’s cham- 
pion. The complete line is illus- 
trated and described with special 
emphasis on easy-to-use push-but- 
ton reels and rods. Shakespeare 
Co., Dept. HA, 241 E. Kalamazoo 
Ave., Kalamazoo, Mich. 


Item 64 


Illustrated screw chart 

Wood screws from 3/16 to 6 in. 
long and No. 0 to No. 24 diameters 
are illustrated in this actual size 
chart. Also illustrated are driver 
types and head styles with mate- 
rials and finishes listed. This chart 
is a valuable aid to sales personnel 
in helping customers select wood 
sizes without disturbing 
merchandise. You can get a copy 
of the chart free from your South- 
ern distributor. Southern Screw 
Co., Dept. HA, P. O. Box 1360, 
Statesville, N.C. 


screw 


Item 65 


Plastic housewares display 
Just 5 sq ft is needed for the 
Plas-Tex Color Cara-Sell, merchan- 
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FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


a. . . . . 
inese two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 

advertisements or in the Buying Check List, just circle the corresponding 
r, i 5 . | : .- . \ 

number on the Quick Check Postcard below, and mail. We pay the 

postage as a service to readers. Your request will be promptly passed 

on to the manufacturers involved. 
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Want more details? Just circle item number on p. 53. 


diser holding $200 (retail) worth 
of polyethylene housewares. The 
display contains wastebaskets, baby 
baths, diaper pails, dishpans, mix- 
ing bowls, trays, decanters, pitch- 
ers and shaker sets. The highest 
shelf is 4 ft 6 in. The fixture has 
rotating shelves for self service 
and a durable baked enamel finish. 
Simple to assemble. Dealer cost is 
$133.50 including merchandise and 
display fixture. Plas-Tex Corp., 
Dept. HA, 2525 Military Ave., Los 
Angeles 64, Calif. 


Item 71 


Peat moss advertising aids 
Eve-catching red, yellow, black 
and white metal display signs are 
available free to help you announce 
and sel] Premier peat moss this 
spring. Come in flat or flange 
form in 28 x 20 in. size. Other 
merchandising aids available free 
include paper window posters, gar- 
dening guide envelope stuffers, ad- 
vertising mats and cuts of bales 


and packages. Catalog available. 


a myst for better gardening 


i 
PREMIER 


Sphagnum 
PEAT MOSS 


Gives new life to your oi 


Premier Peat Moss Corp., Dept. 
HA.. 535 Fifth Ave., New York 17, 
Ms. Bs 


Item 72 


Popular priced fishing lines 


Monofilament, casting and surf- 
squidding lines are available in this 
new Mermaid brand series of fish- 
ing lines. The new series comes 
most popular test 
weights at competitive quality line 


only in the 


prices with 100 per cent dealer 
markup. The lines come in an at- 
tractive dispenser to promote self- 


service. This new gold foil unit 
holds four cartons of 100 yd mono- 
filament spools or 50 yd casting or 
Refill car- 
tons can be inserted in the display 
as needed or used as separate wall 
hanging dispensers. A special Mer- 
maid brand catalog is available. 
Sunset Line & Twine Co., Dept. 
HA, P. O. Box 1060, Jefferson and 
Krivin Sts., Petaluma, Calif. 


surf-squidding spools. 


Item 73 
Improved 100 watt bulb 


Six percent more light in a 
smaller bulb size is offered by Gen- 
eral Electric’s 100 watt household 
light bulb. New bulb size (left) is 
compared with old bulb in photo- 
graph. <A development in 
the tungsten filament 
made the improvement 
possible. The smaller bulb is now 
available in glare-reduciny = soft 
white inside-coated bulbs. No addi- 
tional electricity is required to pro- 


which 
position is 
changed 


duce the extra light. No increase 
in price. General Electric Co., Dept. 
HA, Nela Park, Cleveland 12, Ohio. 


Item 74 


Chest for large tools 

This chest is designed for stor- 
age and transportation ef mainte- 
nance and construction work tools. 
lt is 40 x 12 x 16 in. Made of 14- 
Finished in green 
baked enamel. Long enough to hold 
large sledge hammers, giant socket 
und pipe wrenches, power drills 
and other tools. This model has a 
tote tray with compartments for 
small Suitable for truck 
mounting. Can be padlocked. Also 
three 
boxes and a large personal file cabi- 
net. A 3-color catalog detailing the 
complete line is available. Water- 


yauge steel. 


tools. 


available are servicemen’s 


loo Valve Spring Compressor Co., 
Dept. HA. 300 A nsborough, Water- 
loo, lowa. 


Item 75 


Blister-resistant paint 

Professional painters and do-it- 
vourself customers will want Du- 
Pont’s acrylic emulsion house paint. 
Used with a special primer it pro- 
vides Recom- 
mended for new wood, or old wood 
after finish is removed. Dries t 
touch in 30 minutes. It’s ready for 
Little 
chalking is needed. Good hiding in 
Satin gloss finish mini 

collection. 


blister-resistance. 


“a second coat in an hour. 


one coat. 

mizes dirt Good per- 
Paint 
white 


formance over yellow pine. 
and primer available’ in 
Colors will be available by spring 
kK. 1. Du Pont de Nemours & Co., 
Dept. HA, 7010 Du Pont Bldq.., 
Wilmington 98, Del. 
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NEW /RUVE /EMPER tools 


NEW SPARKLE! Chrome plate adds eye appeal to quality 


Gleaming chrome plate not only 
looks jewel-like, it protects against 
weathering and soil acids. And those 
comfortable, fire-hardened ash 
handles are splinter-free. 


“4 Q< ea. ret. 


TGC20 TGC21 
Regular Transplanting TGC22 TGC23 


Trowel Trowel TGC25 
Cultivator Digging 
TGC24 Pointed 


K 
ye Weeding Hoe 
Hoe 





NEW PRICE! JRue JEmPeER. take retails for only +135 


This new True Temper “Briar Edge” is the lowest-priced, 
known-brand lawn rake on the market. The steel frame is 
ribbed for extra strength. Each tooth is locked in place by a 
double grip to avoid loosening. The beautiful crystalite 

blue finish protects against rust and gives this rake a stand-out 
quality look. Longer 8'4" teeth have rounded tips for gentler 


action. Fire-hardened ash handle is 52” long. 


: & 
No. LRP $435 ea. ret.” 


Hed 
44h 44st: 


} , P 


NEW ACTION! Edges better, runs easier 


Just spin the cross-ribbed rubber wheels both ways to show this new edger’s 
amazingly easy shearing action. Show your customers how the cutter bar 
automatically shifts for most efficient action in both directions. Tell them 
there’s less friction, better traction—they can shear tough grass as easily 


as running a vacuum cleaner. 60 seconds or less make a $6.50 sale. 


$ 
No. RE2 (2-wheel) 650 ea. ret. No. RE1 (1-wheel) $50 ea. ret. 


*Slightly higher west. 


Want more facts? Circle 116, p. 53 
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for your big 1959 market 


NEW BLADE! Serrated edge digs easier to hoe faster 








Se 


enn ge: —— 
SAD RD Ag NGS 


vee 
Meee 


ee - Sota ae 
° 


Something new in hoeing, too! Four sharp points per inch of head 


width dig better in all soils, cut through weed roots. No hoe made 


has more bite — none can make hoeing easier or faster than this one. 


The thin, tapered steel blade is extra durable. The deep, 


serrated teeth are precision ground to stay sharp. 


Fire-hardened ash handle is 52” long. 


No. TO6 (6%" blade) $350. ret.* 


No. TO7 (7”" blade) 


$355 


ea. ret.” 


NEW REACH! Long handles and blades shorten work 


This new shrub shear combines the reach and 
leverage of 22” lopper handles with the large 
cutting capacity of 8144” hedge-shear blades. ‘Tell 


customers they can trim tall hedges and ever- 


7, 


- 


No. TOL $595... ret. 


ereens with new speed and efficiency. Cutlery steel 
blades are fully polished. Lower blade is serrated 
and limb-notched. Hinge nut and bolt adjusts 


positively. Shaped handles are fire-hardened ash. 


MORE SALES APPEAL FOR THE WHOLE LINE 


New finishes for 59 


Brilliant mirror-maroon finish on ferrules dresses 
[rue ‘Temper’s Finest Quality line. ‘This new 
process gives even more beauty and distinction 
to True Temper tools. Now, more than ever, they 


are obviously the best on the market. 


Fire-hardened handles on “Briar Edge” 


For the first time, True Temper’s “Briar Edge”’ 
tools have famous fire-hardened handles. Thev’re 
greater values than ever with new eye appeal, 
more buy appeal! With True Temper you sell 


the best tools and the best va 


CALL YOUR TRUE TEMPER WHOLESALER TODAY! 
... your basic line ... your money line 








Want more facts? Circle 116, p. 53 
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Mtower promotes rentals with sign on store window 


’ je j 
and out-front disp 


Mower rentals lead to sales 


The rental of power lawn mow- 
ers can lead to the sale of new mow- 
ers. Rentals have done this for 
Homewood (Ala.) Hardware which 
features its mower rental service. 

Price Hightower, owner of the 
store, started mower rentals a few 
vears ago. He makes a profit on the 
$1.50 hourly rental charge. Last 
vear he sold 57 new mowers, main- 
ly to rental customers. 

When a customer comes in for 
a rental mower, Mr. Hightower 
takes a record of his name, address, 
telephone number, the day and 
hour. When the mower is returned, 
it is checked in on the rental rec- 
ord book. If desired, Mr. High- 
tower gives a demonstration on 
starting the mower, adjusting and 
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stopping it. Simple instructions are 
also given as to how to protect the 
mower from damage. 

Most rental customers take the 
mower and bring it back in their 
car. 

Mr. Hightower, so far, has not 
found it necessary to charge a de- 
posit on the mowers, but waits un- 
til the mower is returned and then 
assesses the hourly charge accord- 
ing to the record. Located in a sub- 
urban community, Mr. Hightower 
knows many of his customers and 
is willing to trust most homeown- 
ers to bring back the mowers and 
pay the rental charge. 

“After a man has rented a 
mower once or twice from me, I ap- 
proach him on buying a new one 


and offer to let the last rental ap- 
ply on the purchase of a new 
mower. If a man sees that a power 
machine serves his purpose then 
he is certainly in the market to 
buy one. 

“Since those who rent mowers 
do so usually because they don’t 
feel able to buy, I stress time pay- 
ments,” said Mr. Hightower. 

“In that case I get a finance 
company to handle the paper with- 
out recourse. Of course the man 
must have a good credit rating. 
Our experience with time payers 
is that they will pay for a lawn 
mower as well as they will an auto- 
mobile and the latter is considered 
good security by most banks.” 

@ nd 
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for VICTOR 
Le yy 
BLADES 


no Sttings attached 


That’s right! Victor makes this un- 
rere) ole bhaleel-) ime) it mm come-behiamel-tuekve-ta-mB am 
tailer interested in boosting sales and 
se) de) shew bcejeeMce)omeltt-lola me Aledo) as =ji-le(- 3 
This colorful, eye-catching display 
gives you the chance to aggressively 
promote increased sales...and there’s 
Pl oxro)hbhd- Aram elem behtc-)eeel-sel ame) ME-tehiae steve! 
required. Contact your local Victor 
wholesaler or fill in and. mail the 
coupon. 


Use the Victor Display 
- 4 Ways 


eee 
7 S ee 7 * * : & s @ 
° ° . . 7 


Victor 6 











ON A PEG-BOARD 
A BAR RACK WALL MOUNTED 


Be 
VICT AR Middletown, .Y., U.S.A. 
ORDER TODAY 


Your Victor Display is ready — waiting to go to work 
in your store. Its a permanent metal type, 8” by 18 
and holds up to 120 Victor Standard Flexible Back and 
Moly High Speed Blades, 10° and 12” lengths, 18 and 
24 teeth. Space for prices, too! 


Store Name 
Victor wholesaler ...or mail this coupon. 
Address 


| 
| 
| 
| 
| 
Geared to move blades out of your store, so call YOu! 
| 
— 
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The Most Advanced Line 
in Fishing Equipment 


Fishermen ask for Old Pal because 
of its quality . . . you should fea- 
ture Old Pal because it’s the most 
up-to-date line with new and 
exclusive items. 


New ! 
Hand-E-Floater 


No. 14G10 Designed for 
use both as a carrier and 
a floater. Galvanized, one- 
piece, round. Capacity 
equal to standard 10-qt. 
2-piece floaters 


Tow-Bucket 

No. 34G10 Bait can be 
towed withoul drowning. 
Cone-shaped hd reduces 
drag. Can also be used as 
a marker buoy lwo 
piece galvanized floater 
1O-qt capacity 


[Yoyo | 
"Ow-pucke! 


— 


Oxy-Charger 
" No. 22G10 A bubbler type 
bucket with a perforated 
plastic air pressure cham 
ber. Minnows keep alive 
for days. Galvanized; 10- 
qt. capacity 


Old Pal 
Molded Fiber Bucket 
No. 806 ‘Ihe ideal econ- 


omy bucket for minnows, 
crawfish and other live 
bait: waxed rim and 
bottom. Fiber buckets 4 
to ZO-qt. capacities 


AIT BLec Ket 
a 


Old Pal 

Plastic Spin Kit 

No. 370 New, exclusive de- 

sign. Can be used for spin 

kit or tackle box Opens 

from both sides. 16 compartments —9 on one 

side, 7 on the other. Equipped with belt loop 
Measures 0 ',4 x 4 > 


i 


Order the complete line of OLD PAL Metal 
and Air Feeder Minnow Buckets, Bait Boxes, 
Worm Cans, Minnow Traps and Plastic Lure 
Boxes from your wholesaler. 


Write for free illustrated catalog 


OLD PAL, INC., Subsidiary of | 


Animal Trap Company of America ¢ Lititz, Pa. 


Pascagoula, Miss. e Fenton, Mich. © Niagara Falls, Ontario | 
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L ottore from Hardware Age readers 





Two dealers document trials of trying 
to get long-term loan through SBA 


What does it take 
to get an SBA loan? 
Dear Editor: 

This is to add my two cents 
worth to the letter by Mr. Samson 
on SBA loans in your Dee. 18 is- 
sue, P, 41, 

We applied for a loan of $15,- 
000 early in ’58. Our bank agreed 
to participate, but SBA cut it to 
$6,500 direct. Then SBA came in 
and made a physical inventory of 
our cash register, heating system, 
fixtures, automobile, truck, other 
things too numerous to mention. 
We were asked for mortgages on 
our home and a small farm. Farm 
and home 


value was 50 percent 


more than the loan value. 


They want everything 

They wanted all insurance as- 
signed to them. We try to divide 
our insurance with as many as 
possible, so as a result every in- 
surance agent in town knows our 
business. 

To show you some of expenses 
so far in trying to get the loan, 
we have spent about $500 on per- 
sonal life insurance increase, in- 
creases on truck and car, farm and 
home title guaranty, abstract and 
attorney’s fees, ete. We still don’t 
have the loan. 

In the last letter from them they 
asked for our accounts payable. 
They said they would pay them di- 
rect and send us the balance. As 
you know, this changes each month 
so we could not give them an ac- 
curate account of them so we have 
not sent that to them. 

Then they wanted to know how 
much of our remodeling was done. 
We can’t even start this, until we 
get the loan. 

They want our landlord to give 


them a direct lease and he will not 
do that. 
| will agree that 


sides to 


there is two 
every question and we 
would like to be fair to all con- 
cerned, but they have made it im- 
possible. | might tell you this store 
has been here 48 years. 
Yours very truly, 
A dealer 
(name withheld) 


| ldwe., 


So sorry, 
nothing can be done 
Dear Editor: 

I, too, had the same experience 
with an SBA loan, as did Mr. S. D. 
Samson, as reported in your issue 
of Dec. 18, p. 41. 

I had a conference with a repre- 
sentative of SBA and was told to 
go to the local bank. I had already 
done this, but the bank is loaned 
to its limit with 
and | did not 
loan, I can 


long-term loans 
want a short-term 
get short-term loans 
from many sources, but this would 
be of no use in our enlarging and 
remodeling program. 

Then I went back to the SBA 
representative and he said he was 
so sorry, but nothing could be done 
about it. 

On the other hand, I do know 
of a factory in our town that got 
the top limit in a loan. Yet, this 
factory has very little chance of 
surviving, in fact it was very near 
bankrupt when they got the SBA 
loan. 


What we get isn't nice 

I would like to know, how many 
small businesses have ever gotten 
loans through the SBA? I think a 
lot of other readers would like to 





B.EGoodrich 


Dealer's Guide to B.F.Goodrich 
garden hose for 1959 


Here is the 1959 line of B.F.Goodrich garden of local sales helps for you. Among these are 
hose. Use this guide to order from your the B.F.Goodrich lawn-care merchandising 
B.F.Goodrich distributor now. All prices rack. The National Retail Hardware Assn. has 
shown are for 50-foot lengths. approved and helped design this rack. Made 

B.F.Goodrich garden hose will be fea- of tubular steel, holds up to 200 lbs. Holds 
tured in the NRHA'’s big Hardware Week hose and other items, too. Light, weighs only 
promotion this spring, and there are plenty 22 lbs. Low price! 


PROFESSIONAL 


papery *1 495 Iason ona *Q95 Bon +795 "gamle +795 
Consumer price onsumer price 


Consumer price Consumer price 


O00 


opemLe $075 *mO 3895 omameegg sneer sees 


¥%’’ green opaque 
Consumer price 


(reinforced) 


Consumer price 2°" green opaque 


Consumer price 


Consumer price 


Ve" green 
Consumer price Consumer price Consumer price Consumer price 


MAXECON $9750 “ANECO™ $9995 SteuA $795 Cour const Sq 9g 


B.EGoodrich garden hose 
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FASTER TURNOVER ON 
MINIMUM FLOOR SPACE 


That’s the BIG PROFIT PICTURE for every 
TM TAYPAIL with PROOF COIL or BBB chain! 


‘Blas | 
USA 
ees 


ote wwe bai 


* © to Veh titan 8 


The many applications for I'M Proof Coil and BBB Chain make 
them fast movers—top profit items for hardware dealers everywhere. 
Both are color-coded and tape-measured for quick, easy identification 
and measuring. Packed in rugged metal Taypails that stack easily... 
require minimum floor space...create mass displays... stimulate 
full ‘Taypail sales and profits for you. 
Taypail has many secondary uses. Call 


aylor your jobber or write for your copy of 
ade new Bulletin 2G6A today. 
CHAIN SINCE S$.G. TAYLOR CHAIN COMPANY, INC. 
1873 Hammond, Ind. — 3505 Smaliman St., Pittsburgh, Pa 
Want more facts? Circle 120, p. 53 
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L ottore 


(Continued from page 60) 





have the answer to this question. 
When I say small, I mean firms 
doing less than $75,000 per year. 

Us small fellows are the ones 
who need small long-term loans. 
not the corporations and the great 
big dealers, 

It seems to me that us little 
dealers are getting it on all sides 
and it is not nice. The big dealers 
get advantages in all fields and 
little mice get only the cheese. 

l am not mad at any one, be- 
cause Our business has not been 
bad at all these past few months, 
but the availability of a small long- 
term loan would certainly help us 
improve our’ business. 

Yours truly, 
A dealer 
(name withheld) 


Hardware 


KVditor’s note . We have received a 
number of letters from dealers tell- 
ing of unsuccessful efforts to ob- 
tain an SBA loan. We are asking 
the SBA some very specific ques- 
tions on this subject and will pub- 
lish their replies in a future issiv 
of HARDWARE AGE. [f you have had 
experience with the SBA, we would 
appreciate hearing about tt. 


“40 Years of Hardware” 
Dear Editor: 

I would like to obtain a copy of 
the book by Saunders Norvell en- 
titled, “40 Years of Hardware.” 1 
would be willing to pay from $2 to 
$2.50 for a copy in good condition. 

Yours very truly, 

A. J. Carson 

Vice-president, Sales 
Stratton & Terstegge Co. 
P. O. Box 1859 
Louisville 1, Ky. 
Editor’s note: This hook, one ofr 
the classics of the hardware indis- 
try, has been out of print for a 
long time. Perhaps some reade) 
has a COPY he no longer needs and 
would be interested in selling it to 
Mr. Carson. If you have such a 
copy, write directly to Mr. Carson 
at the address given above. 





Baseball window ties in 
with big league team 
Baseball is big news in Wiscon- 
sin, especially since the Braves 
moved from Boston in 1953 and in 
1957 became world champions. 
Wolff, Kubly, Hirsig & Co., 
Madison, with a large sports equip- 
ment department, features baseball 
several times a vear. One window 
contained Milwaukee Braves identi- 
fication on caps and uniforms. 
baseball equipment was hung on 


5 ae 


oR tee 


light vellow perforated board 
panels in the background. Other 
equipment was shown on the win- 
dow floor. 

“Let’s All Play Ball” was the 
central theme of this window. 


One-of-a-kind display 
promotes novelty items 

Although mass displays are used 
for many items in its store, a West 
Coast firm has found that novelty 
yiftwares sell better when a sample 
is displayed. 

Some customers like the idea 
that they are getting the only item 
of its kind in stock. 

After a customer has purchased 
the unit on display the dealer waits 
«au While and then replaces it. This 
helps get turnover on the novelty 
item faster in some cases than if 
shown with several units of the 
same product. 


Power tool sales record 
helps sell accessories 

Do you keep a record of power 
tool sales? 

It can be a big help in serving 
homeworkshop fans. 

When an Oregon dealer has a 
customer come in and say “I want 
a blade for my saw” the dealer 
goes to his power tool record to 


CASH IN 


on the year ‘round demand 


~~ 





Meet the growing demand for packaged nails 
and brads with the fast selling Cortland Brand. Con- 
venient, easy-to-handle green and yellow packages 
sell themselves. All packages are clearly marked for 
weight, length and gauge. 


For extra sales at no extra effort, set up a simple 
display like this and profit the year ‘round. Every- 
one who comes into your store is a prospect. You 
can display a complete stock of sizes ('/e Ib., '/ lb. 
and | lb.) ina minimum of space. 


Ask your Jobber for Cortland Brand Nails and Brads 
by name. Display them in your store ... and Profit! 


COLORFUL STREAME® 6” x 30” 
available for counter or window 
send post-card for your streamer 


NAILS and BRADS 
WICKWIRE BROTHERS, INC., Cortland, N. Y. 


Wire Screening @ Hardware Cloth @ Wire Nettings @ Welded Wire Fabric 


Want more facts? Circle 121, p. 53 
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Retailers are delighted 
with INSTANT WIPE-ON 
You will be too! 


READ WHAT THEY SAY: 


Mr. L. (Philadelphia 
dealer) says 

Let me tell you, Mr Buyer, 
the Instont Wipe-On adver 
tising sure brings em in— 


and once they try it, they're 





really sold 


Mr. G. (St. Louis dealer 
says 

We were attracted to Instant 
Wipe-On because it's out of 
the class of the floors waxes 
on which we don't make any 
profit any more The unit 
sale of woxes is too little and 
the cut prices make us look 
like we re high on everything 
I've tried Instant Wipe-On at 
home t costs more, but ifs 
worth more than it costs. And 


1's Quickly 





Mr. R. (Minneapolis 
dealer) says 

We make more profit on 
instant Wipe-On with § less 
work and bother because we 
get a full 40% out of it. It's 


not cut to pieces 


says 
it's good value at the price 


because tf has more ingrea _ 


Mr. B. ‘Chicago dealer a 
¢ 


—_ 

e 
ents and lasts longer. One . 
application $ better than 


— 


three or four of the cheape \ _— bh 
woxes That's less work fo 7, p 
the Mrs and she likes it j 
OTS ea le Oe 


Mes. K. (Erie customer’ 
says 

I'm so happy with Instant 
Wipe-On. My floor has never 
looked as n 


and $0 easy * 








too! 


Mrs. S. (Detroit 

customer) says 

I've used Wipe-On for yeors 
and like the new IN 

STANT better than ever 

easie better. faster 


tects anc beautities 


Amazing, new, improved 


INSTANT WIPE-ON 


Gives a beautiful, lasting, transparent 
finish on ALL floors (wood, linoleum, as- 
phalt tile), furniture and woodwork! 


Better than varnish (dries in 15 minutes) 
Repairs scratches and worn places 
Restores, resurfaces, protects and 
beautifies 

Ends weekly waxing and scrubbing 
Guaranteed—will NOT yellow 


—will NOT waterspot 
Easily removable where desired Mhi/ 
4 
~~ 
ORDER YOUR STOCK 
AND PROMOTION ~—> 
TODAY! 


$1.49 pint $2.49 quart 
40°% discount 7 








EMBREE MANUFACTURING COMPANY @ ELIZABETH 4, NEW JERSEY 
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see what type saw the customer 
owns. 

The power tool records are kept 
alphabetically. When a customer 
buys his first power tool the record 
is made out. Additional units sold 
are entered in the record. 

When the record is consulted the 
salesman knows immediately what 
other power tool items might in- 
terest the customer. 


How garden clubs will 
promote sales for you 


If you operate a suburban store, 
keep in touch with local garden 
clubs. 

No garden club will endorse any 
store, but if you keep in touch with 
these groups you can attract mem- 
bers to your store. 

If you can get membership lists 
from these groups you have the 
start of profitable volume. 

With the right approach, capable 
garden and lawn goods salesmen 
in your store might be invited to 
lecture to such groups. The pub- 
licity value of such a talk cannot 
be estimated, to be sure, but it can 
be the means of pulling traffic to 
your store. 

If your employee makes no at- 
tempt to sell merchandise while 
addressing a garden group he will 
make a better impression than if 
he does try to solicit orders. 

Some garden clubs allow visit- 
ing lecturers to display merchan- 
dise where the meeting is held. 





HARDWARE HUMOR 


ns 
Tools: 
i —I 


oT 


AL 
in 4> 2 Ss 


“Here, 
make a phone call .. 


play with this while | 


‘ 








YOU GET 
GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 


CLEAN-OUT AUGERS 
WORK WHERE CHEMICALS FAIL 


For clogged drains and closets; equipped with 
adjustable rotary handle; individually packaged 
in attractive counter display carton. 


STEEL TUBE CLOSET AUGER 


The most practical and sanitary device for 
removing obstructions from closets. Ideal for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 


LOW COST 
COMPACT 
WORK FAST 
EFFICIENT 


SANITARY PREVENTS 


MESSY FLOORS 


For most home waste 
lines; easy to use. Bulb 
Boring Gimlet; with 15’ or 25’ of \4”’ 


FLAT STEEL 
SEWER 
RODS 


A sturdy tool for 

cleaning waste 

pipe and sewers. 

Equipped with 
combined roller ball spear head and adjustable 
metal grip handle. 





Send for complete information. Distributors 
throughout the United States and Canada. 


GENERAL WIRE SPRING 


COMPANY 
906 Eee Sarah Street, Pittsburgh 3, Pa. 
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BOMMER 
Floor Hinges with Light Springs 
‘for Full-Length Louver Doors 


Loe 





Double-acting, full-length 
louver doors, either a 
pair in an opening or one 
in an opening, are being 
used in greatly increasing 
quantities. They are light 
and have little air re- 


sistance. 


Sell the Correct Hinge 


for These Doors! 


Stock BOMMER 


. 


bi iiiiid 


#4200 x light spring 
#15 x light spring 


i & 


BONMNMER 


SPRING HINGE CO INC 


EXECUTIVE OFFICE AND PLANT LANDRUM 5 C 


263 Classon Ave., Brooklyn, N. Y. 
Sales Offices and Warehouses: 99 N Wacker Drive, Chicago, Ill. 
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WY 

e Stops running toilets 
Saves money 

Nationally advertised 


Easy to install (no special tools) 


TANK BALL (x) 


faci 0] |>) |< 


e Everybody needs one 
* 3 year money-back guarantee 
“ 


Completely corrosion resistant 








MORE THAN 
7,000,000 
SATISFIED USERS 


Any home keeper 
who has been a 
‘bathroom jiggler” 
is a customer for 
‘Alert’ because 

it eliminates 
worrisome old type 
tank balls and 

lift wires... ends 
water waste and 











annoying gurgles 
once and for all. 
Put ‘Alert’ on 
REPLACEMENT RUBBER BALL your counter and 
Round ball, chain and profit. 
attachment hook are 
available. Packed 6 to 
a box, 6 boxes 
to a carton. 
CALL YOUR 
WHOLESALER NOW 
Pela ate mlaaeliolaael 
Talethale itll melt i click meled Meialeh: 
sells on sight. 12 boxes to a carton 


ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 
Want more facts? Circle 125, p. 53 
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NOW... FASTEST SELLING / 
IN HARDWARE STORES 


se 


12 PACKAGES in 
SELF DISPLAY CARTON 
that helps you sell! 


e 5 Evaporator Plates per Package 
e Suggested Retail $2.25 

e A Repeat Item 

e Free Window Banners 


Sat aa <> Sv, . eo 
= ; ¥ 2 
is é 
be. 


“> 
& 
Re a 
pes 


Mom 


I 
: 
« isi Oe 


en 


UNBREAKABLE! 


MORE POROUS- 


Picks up and 
evaporates more water, 
lasts longer 





AUTO-FLO Corp. 12085 Dixie st, Detroit 39, Mich 


Want more facts? Circle 126, p. 53 
HARDWARE AGE, January 29, 1959 © 65 





Foremost Distributor Line! 





TOP-SELLING 
ADJUSTABLE 


Model 237. Four-leg, no-wobble stability; 
11 heights, 23” to 36”. Pink top, bronze 
enamel legs. Top quality you can retail 


under $10 with full profit. TEXAS-WARE introduces old-worlo 


Two other Glide Easy models: T-leg styles— eS 
an 11-height adjustable and a fixed-position molded melamine dinnerware... 4-, 


type. Both have pink top, bronze legs. 


Sree ninner 
o OINNE, 


set featuring thirty-four decorated pieces $995 
Va 40 


aA A 
D AA 
4\y WL 


Ask your distributor about open stoce 


soe? : ° TEX AS*WARE F alii Mina 
Arvin ys Promotion Special ANOTHER TEXAS*WARE FIRSI the Heritage Series with 


the classic beauty of centuries-old patterns, the grace of traditional 
—adjustable table, pad and cover—$11.44 value rimmed shapes and a lovely new cup 
you can sell profitably at a crowd-pulling price. “Bleu Heirloom’ Famous onion pattern of the early 1700's in 
underglaze blue. “Countryside Idyll” Scenic dex ition, made 


, 


famous by the Staffordshire potters is in brown. “Rose Pompa- 


dour” Inspired by Madam de Pompadour, this scenic decoration 
OTHER FAST-SELLING ARVIN is in rosy-pink 
IRONING TABLES The classic decoration appears on all bowls and flat pieces; the 
cups and the sugar and creamer are solid white 
MET-L-TOP—T wo infinitely adjustable models with new Complete service for 8 includes: 8 decorated 10” dinner plates @ 
‘ *? : 
‘Pad-Lock”’ tops that lock pad and cover in place. Four- 8 decorated 6” saucers © 8 white cups ® 8 decorated 7” salad 
wheel Roll-Away with blue top, chrome legs, $15.95*; plates © & decorated soup bowls @ | decorated 10° x 14” platter 
with gold legs and without wheels, $13.95. ei decorated serving bowl © 1 white creamer ® 2-piece white 
sugar with lid 
Four new TEXAS*HU ARI floral Patleris “Fo €, ae “Wild 
Rose”, “Morning Flair’, and ‘Larkspur’. 45-piece se? for 8 fea- 


5 j } ‘a > rs 
tures 25 decorated pieces. Open stock value, $63. niv $29.95! 


Curvalite—Arvin’s revolutionary new design gives 25% 
more ironing area, cuts ironing time up to \%. Infi- 


nitely adjustable. Complete with pad and cover, $24.95 *. 
*Slightly higher west of Rockies All TEXAS*WARE ts guaranteed two years against brea 


inAaLve 


Nationally Advertised PLASTICS MANUFACTURING COMPANY 


2700 South Westmoreland Avenue * Dallas, Texcs 
SOLD ONLY. THROUGH DISTRIBUTORS _—— _ 


Furniture and Housewares Division mae 


Arvin INDUSTRIES, Inc., Columbus, Indiana 
Arvin also manufactures Leisure Furniture, 
Outdoor Grills, Radios, Phonographs, Portable Electric Heaters, . ae <... 
Electric Fans and Car Heaters. a ey ountrysiae ay fai € 
Want more facts? Circle 127, p. 53 Want more facts? Circle 128, p. 53 
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Wide center aisle used 
for seasonal promotions 

A Southern dealer has a 12 ft 
wide aisle from the front of his 
store to the rear. 

This feature display area is used 
to promote seasonal lines at Christ- 
mas, Easter, Father’s Day, Moth- 
er’s Day, graduation season and 
for other special occasions. 

Items suitable for featuring in 
connection with a special day are 
often selected from several depart- 
ments. Mass displays and sample- 
tvpe displays are featured in this 
promotional aisle. 

The center aisle also is used at 
times to display numbers not mov- 
ing in their regular department. 


Floor demonstrations 
build power tool sales 


Demonstrations are the best way 
to promote power tool sales, a Cali- 
fornia dealer says. 

“A machine on the floor or in a 
window gets the attention mostly 
of those who are actively inter- 
ested in buying such an article. 
But a machine in operation attracts 
dozens of people,” he says. 

“Some of these people will stop 
out of idle curiosity, and then as 
they watch what can be done with 
these machines will become really 
interested.” 

The firm cashes in on this inter- 
est at the local county fair with a 
man using power tool equipment in 
its exhibition space. Newspaper ads 
invite people to see the demonstra- 
tions at the fair. 


Children’s book display 
aids store-wide sales 

As part of his 52-week toy de- 
partment, a Western dealer dis- 
plays juvenile books in racks close 
to the floor. 

When youngsters enter the store 
with their parents they wander 
over to the toy and book section 
while their parents make other pur- 
chases. 

Some books and toys are made 
shopworn by this exposure, but the 
front - of - the- store display keeps 
voungsters interested so that their 
parents have ample time to browse 


Sells Better because it's 


made better! 





om , at 
San fUmo Os Pm 
* Guaranteed by ~% 
Good Housekeeping 
‘ft - 
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4° 
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There's more strength, longer wear and less stretch in 
Shuford’s TIGER LILY because the tough, plastic cover is 
extruded over a long-lasting tire cord rayon core. 


In White and Azure Blue, Pin-up Pink, Tiger Yellow and 
Mint Green pastels ... guaranteed not to fade onto clothes. 


For more sales, bigger profits . . . display nationally adver- 
tised Shuford’s TIGER LILY plastic clothes line up front in 


your store! 


Display high profit 


Shuford’s HAWTHORNE 
Braided Cotton Clothes Line 


Two connected 50 foot con- 
tinuous length hanks are 
Shuford’s biggest selling solid braid- individually packaged in 
ed cotton clothes line. Two connect- S 7 lj. Qeee . * 

ed 50 ft. hanks individually pack- Shuford Ever . Wrapped 
aged in Shutord’s Ever-Wrapped clear film bag for lots of 
clear film bags. 12 hanks in sales- eve-appeal and buy-appeal! 
making self-display carton. Shipped in colorful §self- 


display carton 


Pre-stretched ¢« Stronger « Wears Longer 





CLOTHES LINES e TWINES 
PRESSURE - SENSITIVE PAPER TAPES 
SASH CORDS oe WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 


~ 2 





World's Largest Manufacturer of Cotton Cordage 
Want more facts? Circle 129, p. 53 
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NEW YORK 
BURGLARS* 


SINCE 1879 


BURGLAR-PROOF 
WINDOW LOCKS 


UNFAIR 


Burglars say too many folks like Fraim 
locks. Windows cannot be opened, even 
when glass is broken, because the Fraim 
lock bolts to the sash. The lock can be 
opened only by your key. Window can 
be locked partly open for ventilation or 
installation of air conditioning unit, too, 


COLORFUL COUNTER 
DISPLAY AVAILABLE 


Sell your share with Fraim’s colorful, 
counter display. Holds 12 locks. Keyed 
alike. Shows customers at a glance how 
easily locks are installed 
... how they work... how 
securely they hold, Order 
from your jobber today! 


* Names withheld by request. 


DIVISION OF 


PADLOCK and HARDWARE 
COMPANY 


Lancaster, Penna. 


Order from your jobber 
Want more facts? Circle 130, p. 53 
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' and buy in other parts of the store. | 


When parents complete their, 


shopping they often buy books or | 


other juvenile items the youngsters | 
have seen on display. | 


Well-drillers will work 
with a hardware dealer 

When a Texas hardware dealer | 
decided to enter the electric water | AT Cc © 
systems business he contacted well- 
drillers in the area whom he knew The NEW Name in High Grade Vinyl Plastic 
to be reliable. 


The dealer told the drillers what | GARDEN and 
he planned to do, and asked them SFPRINK L_ER 


for their prices. 
The dealer told drillers that he HOSE 


would turn well-drilling jobs over The Complete Line That's 


'to them in return for names of PROFITABLE TO CARRY 


prospects for water systems. EASY TO SELL 
The dealer installed a front-of- GUARANTEED TO SATISFY 


the-store display of water systems 
and included one working unit. tPF 
4 _—, 


When a rancher looks at a pump 7 

at the store and wants to know its 

price and capacity, he is _ also 

quoted a price on well-drilling and 

installation work. The well-drill- 

ing price is based on the customer’s 

estimate of the approximate depth 

of water on the ranch. Should it 

be necessary to drill deeper for 

water the customer agrees to pay . “at 

that extra cost. These Features are important 
With the order signed, the deal- $e you ane your customers: 


sit ' e Superior Seamless Construction 
er turns the well-drilling job over + Ateiien, Gee Ceding Cole 
to the contractor. The customer e Unconditionally Guaranteed 
may pay the hardware dealer for e Wide Range of Inside 
the water system, its installation Diameters, Lengths and Prices 


Whi fi t ke friend 
and the well drilling, or may pay A wee wey % Gee HRS 
; . and money... is by stocking 


the contractor separately for the and selling ATCO, the Profit Line 
well job. for ‘59! Designed, packaged and 
priced right, ATCO Hose is nation- 
ally advertised and powerfully pro- 

moted to build brand demand. 

Order NOW from your jobber, or 


HARDWARE HUMOR American Thermoplastics Products Corp. 


Union, New Jersey 
Showroom: 
200 Fifth Ave., New York 10, N. Y. 
— Room 209 





& 


“Of course I'm assuming you have —_ 
| the 213 basic gardening tools..." | Want more facts? Circle 131, p. 53 








ATTENTION DEALERS...¢ 


don’t miss this...the most sensational 
extra profit, introductory offer 
for Hardware Week ...1952 


f = — ee be Aseney ve 
® = cee _ 3 oa 
eee = | Vive y 
ty 


omketeaet MOMEY SAVER 


Piaasin® NEW MONEY caver: 
‘ ; Magic er) AMAZING NEW MONEY Saver! 
4 ed ME Ww Pate 
| 4 APPLICATOR CaP 
; for easy RUBBER 
, ° SPreading 

i TOUGH 
aluminum — 

| '™ Pasre 

and ‘a = 


——— -« 


--- REPains | - 3 —_—} ae -_—- + 


C | | SVERVTHING! | 
MAGI ae | | 
™ | aa 
RUBBER Son | 
— j “Wes OO. Fras 
AMERICA'S FASTEST SELLING are Ss saeco, A a 
DO-IT-YOURSELF" | rc — rater | 


REPAIR PRODUCTS | 
s TMPRCO, ened & 
PACKAGED IN SELF-SELLING | ne o WI 


PLASTIC BUBBLE CARDS ; DIspray. 


Howibis.. RACK 


DEAL +HW 59 
Available Jan. 1 — Apr. 30, 1959 MAGIC PLASTIC ALUMINUM — amazing metal mender 





























It's real metal in paste form, sticks fast to tals 
Di . , : ; 
BIG FREE GOODS OFFER! a‘ wood, concrete, glass. No heat or tools needed. Harden 

Baker's Dozen — 13 for 12 . into real metal. Can be drilled, filed, tapped, and thread 
Retail ed when dry. Seals, solders, repairs anything. 1001 use 
8 — $1.00 size tubes “erpiasons oo —— 1) - ; ila id 

' , or the hon uto, boat, and plumbing repairs. It's water- 

Magic Plastic Aluminum ......$8.00 c , auto, Hoat, and F j rey a 
5 — $1.00 size tubes proof and heat-proof. 

Magic Rubber ..... seals 


Plus Free Wire Display Rack 
NEW APPLICATOR CAP FOR EASY SPREADING! 


Total Retail Value 


ets we ate = en aca 9 ee 


DEALER COST ONLY $7.20 ti \ | PLUNGER ELIMINATES CLOGGING 
YOUR PROFIT ......... : 


A HUG ; 








Scene | MAGIC RUBBER — tough, elastic rub! 
NATIONALLY ADVERTISED! Dries to real rubber. Repairs all rub! 
va Magic backs you with consistent adver- ’ re ss leal 
: j N oto: ‘ Ul ) i> s LOT S | KS 
LAR |" ieee Bm fising and promotion on TELEVISION, 
DOCHANICS oe a «Newspapers, and such popular con- a ; 
AAA AAA 


; sumer magazines as 


ré “aa 
4 > 
‘ 


Popular Mechanics Prairie Farmer PislydOr 
Popular Science Popular Boating 

Mechanix Illustrated Yachting 

Home Craftsman Motor Life 


Cappers Weekly Motor Trend Ask Your Jobber 
Successful Farming Hot Rod 





For This Sensational Deal. 
FHW 59 — TODAY! 


Magic IRON CEMENT CO., INC. 


® manuracturers OF AMERICA'S MOST COMPLETE LINE OF REPAIR PRODUCTS 
for HOME... AUTO... INDUSTRY 


5403 Bower Avenue Cleveland, Ohio 











Want more facts? Circle 132, p. 53 
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Repair records promote 


sales of big-ticket items 

How accurate are your repair de- 
partment records” 

If you keep them like a Nebraska 
dealer does you can use them for 
the sale of new big-ticket items. 

The dealer says, “Our card index 
file of all service shop customers 
quickly shows us what types of re- 
pairs we have made for them, when 
we did the job, and what the costs 
were.” 





Sometimes a customer does not 
remember just how long he has had 
an appliance, nor does he recall the 
amount of repair bills. 

When the dealer shows the cus- 
tomer the record on a specific ap- 





pliance the customer may be con- 
vinced that it is cheaper to buy a 
new unit than to repair an old one. 
Boost your insect wire-screening 
sales with this New Vinyl-Clad _ Fishing tackle repairs 
Aluminum Screening! build store traffic 
Fishing rod and reel repair ser- 
Opal VINALUME puts a new smiling vice helps pull traffic to a Florida 
face on your screening sales! store. 
You sell more because you have A large sign on one end of the 
more selling reasons. For example: store gives the firm name, lists its 
paint line and the fact that the 
store features fishing tackle. 
| First-time customers note the 
by salt-spray, smog, and smoke. | listing of fishing tackle and inquire 
Vinalume is attractive to the eye, , as to repairs on rods and reels, 
When customers bring in equip- 

easy to clean. . 

: ment for repair they usually 
Vinalume is light and extremely ) browse in the tackle section and 
easy to handle. buy some supplies. Repair work is 
done quickly by a member of the 
staff. 
¢ Vinalume is easy to dispense. Both salt and fresh water an- 


® Vinalume comes in all standard widths. gling equipment are featured in 
window and store displays. 


¢ Vinalume is o proved* winner in 
weatherobility —it resists corrosion 





Vinalume lies flat... stays taught. 


* Based on tests of impartial laboratory. 


How to probe the market 


PUSH THE FULL (J/@7/ LINE! 


Find out about the promotional aids available to help you sell insect wire A far-western dealer displays a 
screening of every type including Opal Aluminum, Opal Galvanized and wide stock of housewares items at 
Opal Bronze... all with the Marked and Measured Edge. Write for full all times. | 
details NOW! He visits department stores In a 
nearby city to see what new items 
they feature. Then he puts in 


for housewares numbers 


limited stocks of the new items. 

Matte lbt(-1e-10 Mi igele(-Muilela ame) mm ial When a new item is a good seller 
New York Wire Cloth Company a it - larger scented | 
»y constantly adding new items 

York, mvt ahcelalte to his housewares stock this dealer 
keeps his department constantly 





fresh and interesting. 
Want more facts? Circle 133, p. 53 
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RUBBERMAID 6008 DISH DRAINER 
REDUCED 29% FOR 25th ANNIVERSARY! 
REG. $2.29 SPECIAL $1.69 
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76008 TWIN SINK DISH DRAINER 


for January- February-March selli 
+25-6008 Promotion Special Dish Drainer Keicbbormaries, | 
; _ en 


Order Now tor Immediate Shipments 
NOW ue ALL & 25-6008 Dish Drainers 
Carry this extra label in addition 


Drainer goes back to Regular Retail April Ist 

Description vm Sane vad to regular Rubbermaid label 

; Ctn : Eble OF Z, . 

Promotional Special $1.69 6 12 Ibs Red, White, | 25. Av off 

Twin Sink Dish Drainer Yellow, Pink , 
ner | Yellow, Pi —s | NOW 
| FREE % 7, 

AD MAT ie $1 69 

+ « 

WALL BANNER 


promoting 
i 25-6008 WINDOW OR 
in each pack of yellow 


Special! 
tt 25-6008 
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LOCC UWNMMEL RUBBERMAID INC., WOOSTER, OHIO 


Litho in U.S.A. 


12/58 HC-111 





IT'S ABOUT 
TIME! 


it’s pretty hard to believe, but 
Mouse Seed* has been selling for 
twenty-five cents for sixty years! 


How many products can you name 
that have been selling that long, 
to say nothing of selling so long 
at the same price? 


Well, the time has come for a 
change. What started as a fair 
price has become an unfair price 
—to you, and’frankly, to us. 
Higher costs and lower profits 
have finally caught up with all of us. 


So, starting March Ist, Mouse 
Seed* will sell for 35¢. Not much 
of a price-hike—not enough to 
discourage a sale, we're sure of 
that—but big enough to guarantee 
you a much better profit per 
package, and enough to help us 
make ends meet. 


And, who knows, maybe the mice 
will find Mouse Seed* even more 
fatally attractive than ever, now 
that it’s become a “richer” diet! 


This colorful display 
carton packs a /ot of se// 
ina small space: 

5 3/4°x 6 5/8" 





ANNOUNCING A NEW 


PROFIT PLAN 


FOR 
MOUSE SEED 


the 1959 PRICE SCHEDULE 
gives you MORE PROFIT! 


effective March Ist 
49% of SELLING PRICE 
is PROFIT for you 


Cost per 14-package display 

Selling price per display 

@ new 35¢ package price — 
PROFIT PER DISPLAY $240 

(or, if you want to look at it another way, you 

make 96% profit on your $2.50 investment) 


THE 1959 ADVERTISING SCHEDULE 
GIVES YOU MORE CUSTOMERS 


timed for your best selling season, a new Sales- 
making AD CAMPAIGN in NATIONAL PUBLICA- 
TIONS to acquaint new prospects with the merits 
of this fine product (and to remind pre-sold cus- 
tomers that it’s time to lay in a new supply) 


ORDER FAMOUS MOUSE SEED* THROUGH YOUR WHOLESALER OR DIRECTLY FROM 
W. G. REARDON LABORATORIES, INC., 330 N. Main Street, Port Chester, New York 


Want more facts? Circle 135, p. 53 
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Joint gift suggestions 
raise department sales 


What do you do when several 
people visit your gift department 
to buy items for the same person? 

Salesmen in an Iowa store sug- 
gest that they pool the money they 
want to spend and buy an electric 
housewares item. 

The top display shelf of the elec- 
tric housewares section in the store 
shows a wide variety of electric 
coffeemakers. They are featured in 
many sizes including some numbers 
which will make 18 cups. 

The coffeemaker display im- 
presses all customers. Some who 
stop to look at it when looking for 
a wedding gift will decide on some- 
other electrical item. 


Home show paint display 
pulls traffic for store 


Because home shows in a mid- 
western town include many displays 
of appliances, one hardware dealer 
features paint in his exhibit. 

The dealer says, “We are the 
only retailer who shows paint at 
this show. We believe that people 
attending home shows are just as 
interested in paint as they are in 
big-ticket items.” 

People who visit the exhibit get 
a small sample of paint or an ad- 
vertising novelty to remind them of 
the dealer’s store. 

The exhibit includes photos of 
buildings in town which are paint- 
ed with the line the dealer handles. 
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BRIGHT IDEAS 


that sellina FLASH! 


Put these 3 high profit, fast turn-over, 
nationally advertised 3M Reflective 
Products on your counter, on your shelves 
. and watch them move out of your 
store steadily . . . all year ’round! 


— Scorteuuite 


BRAND 


REFLECTIVE TRIM 
Nationally known .. . nationally advertised 
. nationally wanted! Brilliant red day 
and night. Sells the year around to protect 
cars, trailers, bicycles, anything at night. 


$-35 —30" x 1” strip on spool. 
Suggested retail, 39¢ 

$-37 —30" x 2” strip on spool. 
Suggested retail, 78¢ 

$-42—80”" x 1” strip on card. 
Suggested retail, 98¢ 


New! Improved! 


CHROMELITE 


BRAND 
REFLECTIVE TRIM 
New package makes it a perfect impulse 
item! Brilliant chrome color by day... 
reflects a bright white at night. Use on 
signs, boats, cars, letters, etc. 


$-61—80" x 1” strip on card. 
Suggested retail, 98¢ 


; ?¢ ° - 
a 3 ‘ LE C 0 Li “ eo Meutcrs, bite | 
t . a. Okt | .. 
eo sae 


BRAND = 


Reflective Coating 
Hotter than ever . . . tops in turnover, 
high in profit! Brushes on like paint 
...0On trees, rocks, walls, curbs, posts, 

mail boxes . . . reflects bright 


sia « : C-1—1 oz. bottle with brush. 
white at night. Suggested retail, 98¢ 


Get ready now for a bright spring and summer! See your 3M Represen- 
tative or write Reflective Products Division—Room 513, Minnesota Mining 
and Manufacturing Company, 900 Bush Avenue, St. Paul 6, Minnesota. 


a 
iamesora ([ffininc ano (\Januracturinc COMPANY 
...» WHERE RESEARCH 1S THE KEY TO TOMORROW 
ST. PAUL 6, MINN, 
The terms “Scotchlite’’ and 3M" are registered trademarks of Minnesota Mining & Mfg. Co., St. Paul 6, Minn 


General Export: 99 Park Avenue, New York, N. Y. In Canada: P. 0. Box 757, London, Ontario. 
Want more facts? Circle 136, p. 53 
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ELECTRIC 
GENERATING 
PLANTS 
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GASOLINE 
ENGINES 
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PORTABLE 
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made by PIONEER GEN-E-MOTOR CORPORATION 
ltiinois « T 


5841 West Dickens Ave., 
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Shadow boxes can help 


promote seasonal lines 

A Kansas store uses a series of 
close-to-the-ceiling shadow boxes to 
feature merchandise from each of 
its major departments, Seasonal 
items take the spotlight in these 
units. 

Each display unit, 36 x 24 x 18 
in., has a 144-in. frame painted on 
the wall to further emphasize it. 

Displays in each box are changed 
once every four weeks. 

Each shadow box has a single 
theme although several different 
items from the same department 
may be shown in one unit. 

Four of the shadow boxes located 
near the front of the store are spot- 
lighted at night to make them 
clearly visible to customers stand- 
ing on the sidewalk in front of the 
store. 


An easy way to overcome 


some closeout problems 

Bridal registers are used in 
many hardware store gift depart- 
ments. 

Their chief use by customers is 
to make sure that duplicates are 
not bought for the bride-to-be. 

A Western dealer uses his regis- 
ter for quick closeout of dinner- 
ware or flatware patterns being 
discontinued. 

Salesmen check the register to 
see which customers have a pat- 
tern being discontinued. People 
listed in the bridal register are 
contacted by phone and told of the 
chance to add pieces at attractive 
prices. 

This phone selling idea helped 
the firm sell about $500 of quality 
dinnerware in one day. 


Non-hardware lines build 


hardware store traffic 

If your store is in an area with- 
out a drug store or a soft-goods 
store try some non-hardware items 
as traffic pullers. 

A far-western hardware dealer 
included soft goods and drug sun- 
dries in his stock. 

The drug section sells items not 
requiring the service of a licensed 
pharmacist. 

A wide assortment of notions 


STARRING today in the 


nation’s most int@resting 
homes! Your most profitable 
cabinet hardware line! 


STARS | 


FAST SELLING 


Americana | 


—~ 


Ls 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 

7519 

Flush Type 

7516 
Semi-Concealed 
Type in %", '/", 
shi ¥,"" 

751 


Offset Type in %" 


OVAL HINGE 


#522 
Flush Type 


520 
Semi-Concealed 
Type in ¥%", 'A", 
*. %" 

2521 
Offset Type in %" 


V-PULLS (with concave center) 
> 


2595 

3'' Centers 

(not avail- 
able in Nickel) 


KNOBS & BASES 


#597—1'/."" Knob 
3597—2"' Knob 
#510-B—2'/,"' Base 
77510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 


ALWAY MAGNET 
CATCH 
#232 


Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 


Ask for complete 
catalog & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
1i'/2"*xI5'/2"" x 

to display 
mounted samples 
available upon 
request. 


STAR 


380 Butler 


METAL P 


a © 
rookly" 7,6 


street, 8 


Sold through wholesalers only 
Want more facts? Circle 138, p. 53 





and women’s undergarments is of- 
fered, displayed next to the drug 
sundries section. 


Sign helps store limit 
fraudulent check loss 


One solution to the bad check 
problem is to stop cashing checks 
for people you do not know. But 
this can offend entirely honest 
strangers who are potential future 
customers. | 

To be sure that he would not of- 
fend new customers, a Pacific coast 
dealer dramatized the risk involved 
in cashing checks for strangers. He 
installed a sign, “Sorry we cannot 
cash checks except for regular ac- 
counts. If you are a newcomer in 
our community, you are invited to 
open an account.” 

Below was another line; “And 
here’s the reason why—’’ Speci- 
mens of actual fraudulent checks 
were mounted on the sign. 


How do salesmen welcome 
new customers to store? 

Do your salesmen extend a 
friendly welcome to new custom- 
ers? 

When one serves a customer he 
does not know, he might say in a 
friendly tone, “My name is Pete 
Smith. I live on Blank St. What’s 
your name?” 

In most instances the customer 
will be pleased at the introduction, 
and will tell his name and address. 

This approach is’ particularly 
useful in a small town, 
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srenune GMEM-Clean ...... 


are CLEAVER, SHARPER 
ann LASYER ORNWING 


Customers are quick to recognize a product that does a job 
easier, quicker and better. That’s why, more and more, the 
demand is for Sterling Chem-Clean Nails for every type of job. 


Sterling Chem-Clean Nails come to the customer clean and 
sharp. They are cleaned by a new chemical degreasing method 
that replaces old-fashioned tumbling that often left nails dirty 
and with dull points. They end messy smudges on finishing 
work and drive much easier without splitting the wood. 


All Sterling Nails are Chem-Cleaned at no extra cost to you. 
Sell your customers the very best — Sterling Chem-Clean 
Nails. Available in 1-lb., 5-lb., and 10-lb. packages — 25-lb., 
50-lb., and 100-lb. bulk. 


For more information, ask your distributor for full details or 
write the address below. 





NORTHWESTERN 
STEEL AND WIRE COMPANY 


STERLING, ILLINOIS 


Bar WV 
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These are 


Movlel 


Number 


8H72 
8H7O 


B8H66 
B8HO64 
SH63 
8HO61 
8H60 
8H58 
8H57 
8H55 
8H29 
8H28 
8B23 
8B22 


7H244L 


7H242 


7TH239L 


7H236 


7H2351 
7H235 
7H2331L 
7H233 
7FH232L 
7H230 
7H229 
7H2281L 
7H228 
7H226 
FH224L 
TH2221 
7H218 
7H217 


Manutacturers 
last suggested 
retail price 


$ 7.95 
8.95 
5.95 
7.95 
5.95 
8.95 
8.95 

17.50 
8.95 
17.50 
9.98 
6.98 
37.00 
42.00 
8.98 
6.88 
9.88 
12.95 
12.95 
11.95 
8.98 
7.98 
4.79 
19.95 
12.44 
8.98 
7.98 
3.98 
5.79 
5.49 
6.95 
3.98 


GENERAL ELECTRIC-TELECHRON 


COLOSSAL 


the discontinued models you may exchange 


Quantity 


Model 
Number 


7H214 
7H213 


7H212 
7H210L 
7H2ZO09L 
7H209 
7H208L 
7H207L 
7H204 
7H203 
7H202 
7H201 
7H200 
7H2O00L 
7H199 
7H198K 
7H197K 
7H196L 


7H196 


7HA195 


7H195 


7HA1LS4L 
7H194L 


7H192 
7H189 
7H188 
7H187 


7H185L 


7H184 
7H183 
7H182 
7H181 


Manutacturer < 


ast Sugees‘ed 
retail price 


$ 9.79 
9.98 
8.95 
7.50 
8.98 
7.98 
5.95 
6.50 

11.95 
4.99 
5.95 
7.95 
5.95 
6.95 
5.95 
5.95 
6.98 
6.50 
5.95 

12.95 

12.95 
8.50 
6.95 
4.29 
7.50 

19.95 
9.95 
5.49 
8.75 
5.95 
6.20 
8.95 


Quantity 





Manutacturer : 


Model 
Number 


7H179 
7H174L 


5.95 


7H173LP 
7H170K 
7H166 l 
7H165 l 
7H163L 
7H162L 
7H162 
7HI61L 
7H160L 
7HI59L 
7H157 
7H155 
7H153 
7H149K 
7H147 


7.95 
7.95 
7.95 
2.95 
9.95 
8.95 
7.95 
5.95 
5.95 
7.95 
8.95 
3.99 
5.75 
7.95 
7.95 


7H141CP 
7H141M 
7H140 
7H139 
7H1351L 
7H1I35LP 
7H133 
7H1I18L 
7HIOILL 
7H9ILL 
7H57 
7HOSL 
7HOZL 
7HO6L 
7HO4 


29.95 
14.95 
9.95 
4.99 
5.59 
6.50 
9.95 
6.95 
7.50 
6.95 
21.00 
8.95 
6.95 
7.95 
6.95 


last suggestec 
retail price 


$11.95 


Quantity 





Model 
Number 


6B20 
6B18 
6B17 
6B15 
4H173 
4H99 
4H55 
430 
428 
426 


422 


Manufacturer's 
last suggested 
retail price 


$32.00 
37.00 
37.00 
32.00 
29.95 
19.95 
14.00 
65.00 
60.00 
46.95 
50.00 
46.95 
48.00 
48.00 
60.00 
72.00 
38.75 
27.20 
14.79 
10.95 
11.95 
9.95 
9.95 
19.50 
7.95 
23.00 
25.00 
21.00 
7.95 
12.00 
7.95 
6.29 


Mode! 
Number 


3HO7 
3HO6 


Manufacturer's 
last suggested 
retail price 


$ 7.95 
16.95 


Quantity 





2H109 
2H108 
2H107C 
2H107 
2H105 
2H101 
2H100 
2H62K 
2H61 
2H55 
2H49 
2H48 
2H47 
2H46 
2H43 
2H42 
2H40 
2H39 
2H34 
2H33 
2H32 
2H30 
2H29 
2H27 
2H25 
2H24 
2H20 
2H17 
2H15S 
2HO2 
2FO2 


7.98 
5.44 
8.98 
5.88 
5.88 
9.88 
3.98 
10.95 
24.95 
7.44 
3.98 
3.98 
4.99 
4.29 
5.29 
4.79 
6.95 
3.98 
4.99 
8.95 
5.41 
5.75 
7.95 
5.95 
5.75 
6.95 
5.75 
7.95 
5.95 
5.49 
6.95 


Make up your order from these current models 


Mode! 
Number 


7H223 
7H220L 
7H223L 
7H248L 
7H253 
7H215L 
7H2531 
7H245 
7H2451 
7H2541L 
7H251L 
7TH2411 
7H256L 
7H246 
7H246L 
7H250L 
7H216K 
7H167 


Manutacturer s 


suggested 
retail price 


$ 4.98 
4.99 
5.98 
5.98 


5.98 Little Snooz-Alarm 


5.99 
6.98 
6.98 
7.98 
8.98 
8.98 
8.98 
9.98 
9.98 
10.95 
10.95 
33.99 
11.95 


Name 


Room-Mate 


Starter 


Room-Mate 


Little Snooz-Alarm 


Tempo 


Decor 


Radial 
Radial 
Trend 
Scope 


Snooz-Alarm 


Journeyer 


Wakewood 


Wakewood 


Royal Snooz-Alarm 
Brite-Dial 


Yachtsman 


Quantity 


_—_____ 
_—— 


Mode! 
Number 


7H237L $ 
7H255 
7H258 
7H255L 
7H249 
7H259L 
7H257 
7H252 
7H247 
7H243 
8S69 


Manutacturer's 
suggested 
retail price 


14.95 
15.95 
16.95 
17.95 
17.95 
19.95 
29.95 
29.95 
29.95 
34.95 
14.95 


Name 


Graph 
Allure 


Syncopation 


Allure 
Giftwood 
Longwood 
Dimension 
Rendition 
Provincial 
Distinction 
Videoclock 





Electronic 


2H110 
2H104 


2H104C 


2H106 
2H111 
2H116 


195.00 
4.98 
5.98 
6.98 
6.98 
6.98 
6.98 


Electr 


onic Clock 


Clarity 
Kitchen-Mate 
Kitchen-Mate 


K 


eynote 


Festival 


Joy 





Mode! 
Number 


2H113 
2H112 
2H64 
2H59 
2H59G 
2H60 
8H30 
2H60G 
2H67 
8H31 
2H63 
2S57 
2H66 
1H1608 


1H1608C 


1H1612 


1H1612C 


1H1615 


Manufacturer's 
suggested 
retail price 


$ 8.98 
8.98 
9.98 
11.95 

12.95 
14.95 
16.95 
17.95 
21.95 
24.95 
34.95 
34.95 
59.95 
11.95 
13.95 
13.95 
15.95 
19.95 


CONTACT YOUR DISTRIBUTOR 
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Name 
Trim 
Simplicity 
Horizon 
Wallwood 
Wallwood 
Contrast 
Caprice 
Contrast 
Navigator 


School-Days 


Shining Hours 
inheritance 
Starburst 
8° dial 
8” dial 
12’ dial 
12’ dial 
15’ dial 


NOW. 





CLOCK DISTRIBUTORS OFFER 


CLEAN SWEEP 


ONCE-IN-A-LIFETIME EXCHANGE PLAN LETS YOU REPLACE 
DISCONTINUED MODELS WITH ALL NEW CLOCKS OF THE 
MOST COMPLETE, FASTEST SELLING LINE IN THE BUSINESS. 


Contact your General Electric-Telechron clock speed up when you stock only current models, 
distributor for full details on how to turn in currently promoted, currently advertised, cur- 
old clocks for new ones. Your business will rently in demand! 














HERE’S ALL YOU DO! 


1 Deal only through your G-E Telechron clock 
distributor. Do not contact the factory direct. 


2 You may return at any time prior to February 
28, 1959, discontinued models that are unused, 
undamaged in their original cartons for replace- 
ment with current models of comparable total 
value, when you order additional clocks of com- 
parable total value. 


EXAMPLE: You return $50 worth of discon- 
tinued models, order $100 worth of current models, 
and pay for only $50 worth of clocks. 





The new G-E COLLEGE BOWL TV show 
will help you sell Snooz-Alarm® clocks 


Hard-sell Snooz-Alarm clock commercials will be 
scheduled weekly on THE G-E COLLEGE BOWL, 
a new and exciting television show working for 
retailers. This half-hour program is telecast on 
Sundays at 5 p.m. Eastern and Pacific Coast Time 
(4 p.m. Central Time) on the CBS television net- 
work. Here’s one more important reason fer join- 
ing the General Electric-Telechron Clock ““CLEAN 
SWEEP” program. Make the most of this—feature 





The discontinued and current models covered by Snooz-Alarm clocks in your own advertising and 
this plan are listed on the opposite page. displays. 





This amazing program to help you sweep inven- 
tories clean is without precedent. 


The General Electric-Telechron clock inven- 
tory sweep makes it possible for you to stock 
only the newest, latest, fastest moving models 
to give you profitable sales for seasons to come. 


And, with the advertising support that will 
back up this program you can make 1959 the 
biggest year yet for your clock sales. 


GENERAL @@ ELECTRIC 


Selechion 


Clock and Timer Dept., General Electric Co., Ashland, Mass. 


Snooz-Alarm is a registered trademark of General Electric Company to identify 
its brand of repeat alarm clocks. 


ELECTRIC " 
CLOCKS + © nes cficrm 


Prenat a 


The “CLEAN SWEEP” 
program will freshen up 
your stock as never before. 
Why not freshen up your 
displays, too, to make the 
most of the most competitive 
selling position in the 
industry? 


OFFER EXPIRES FEBRUARY 28, 1959 


Want more facts? Circle 140, p. 53 
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‘TOP 

PRODUCT VALUES 

HELP YOU RACK UP 
REPEAT SALES 


THE COMBINED NORTH & JUDD - 
WILCOX-CRITTENDEN LINE 


; - A) 


You'll find the combined N&J—WC Line of Shelf Hardware 
is its own best salesman once your customers have tried it. 
The built-in quality of the line creates lasting consumer 
acceptance for any product that carries either the N&J or WC 
trade mark. Repeat sales develop naturally. Selling costs are 
cut to the bone. Other money-making features include: 


. fast turnover 
. a wide range of types and sizes 
two widely known brand names 
sold through hardware wholesalers 
. attractive packaging 
prompt service .. . fast delivery 
Plan your “products-for-profit” inventory now by 
ordering a complete selection of this nationally 
known and accepted farm, ranch and home hard- 


ware line today. Order through your jobber or 
write direct for further information. 





= 
Me = 





NORTH|2JUDD 
Manufacturing Company 


New York * Boston * Philadelphia * Atlanta * Jackson (Miss.) 
New Britain 


Buffalo * Detroit * Chicago * Minneapolis * St. Louis 
Dallas * tLosAngeles * SanFrancisco °* Seattle 


Want more facts? Circle 141, p. 53 
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Connecticut 








Banner year forecast 
for power equipment 

A banner year in power equip- 
ment sales for dealers who go after 
them was predicted by A. C. Traub, 
marketing vice-president, Quick 
Manufacturing, Springfield, O. 

Mr. Traub forecasts a continued 
growth in riding mower sales. He 
pointed out that housing is boom- 
ing, with a trend toward larger 
lots. A favorable economy propped 
up by returning prosperity in the 
automotive industry, and a desire 
of Americans to enjoy themselves 
even while doing yardwork, can 
increase riding mower sales. 

Mr. Traub said that riding mow- 
ers enjoyed a 100 percent increase 
in sales last year. In all, some 314 
million mowers of all types were 
sold this past season. 


Aggressiveness pays off 

“This sales picture is taken dur- 
ing a time when we were supposed 
to be in a recession, with high un- 
employment and people sitting on 
their savings,” Mr. Traub said. 

“Yet our company enjoyed the 
best year in its history. We think 
this success was due to the same 
sort of aggressiveness that must 
be used at the dealer level in 1959. 
During 1958 we spent more for ad- 
vertising, sales promotion and gen- 
eral selling than ever before. The 
pattern worked so well for us that 
we are going to be even more ag- 
gressive in our promotion in 1959. 


Complete sales package 

factors reveal a 
wealth of opportunity for the power 
equipment industry, but a combina- 
tion of aggressive advertising sales 
promotion, display and demonstra- 
tion must be tied into one complete 
package that will attract the con- 
sumer, bring him into the store, 
and get him sold. 


“Economic 


“Everyone, however,” Mr. Traub 
said, “is not going to share in the 
banner year that’s ahead; only 
those who go after the sales are 
going to get them. That’s why 
much of our promotional activity 
in 1959 will be translated into 
local level assistance to dealers.”’ 





Convention Calendar 





conventions 


shows 


conferences 
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Convention Check List 


complete details about conventions and shows listed above see the Jan. | 
issue of Hardware Age. 





4 . Hardware 

est Coast Hardware & 
Housewares Show, Los Angeles 
West Vira nia Hardware As n 
norieston 


Dec yful x HH Dkil C An 
Sprit Open e 








When should you tap the 


bride and groom market 

Ask a dozen hardware dealers 
when they believe is the best time 
to go after the bride and groom 
market. You will get a wide range 
of answers. 

A mid-western dealer begins 
early selling by watching the local 
papers to see who has become en- 
gaged. He believes that pre-wed- 
ding calls are the best for sale of 


housewares and big-ticket appli- 
ances. 

This dealer says, “Often I can 
call on the bride-to-be during the 
day and get her interested in ap- 
pliances and our furniture line. 
Then I can usually arrange to visit 
the bride-to-be’s home when her 
future husband is there.” 

The young couple and the dealer 
can then talk about things needed 
for the future home, 


terms and other details. 


instalment 
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et New 
SalesRecorde 


Fast turnover 
Vanden dal- mm aleolaal—mua—ser-tig 
‘e} melo lelonamdal-tamap ¢—1— 
eo}a-Coadcor-tihvam-tab acaliare 


Plastic 
Cteel 


= kl To 8 OM Oh) rk 
aalelel-jilalemeti-hy, 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 
sales aids available 


"PLASTIC STEEL is the reg. trade 
mork for Devcon Corporation's 


metallic molding and filling compound 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


rT e106 —talellote)i m@-tiag-1 =) 
Danvers, Mass. 





How's the Hardware Business? 





15 tips on how to lose customers is good grist 
for some store meetings on sales training 


Sometimes you can get your 
point over by talking backwards. 
It is an idea you might try some- 
time to spur your sales people to 
greater efforts. 

For instance, you want to im- 
press your people with the value of 
approaching customers with a 
smile. Maybe you’ve told this to 
your people a thousand times, well 
at least a dozen times anyways. 
Then tell them to stop smiling. 
After all what’s there to smile 
about what with corns, a _ head- 
ache or hangover bothering you. 

The idea for this talking back- 
ward approach comes from a book- 
let issued by the First Pennsy!l- 
vania Banking & Trust Co., Phila- 
delphia. The bank recently gave 
its salesmen a booklet that con- 
tained “15 Tips On How To Lose 
A Sale.” Hardware dealers. will 
recognize these. 

Here are the 15 tips: 

1. Act bored. 

2. Play hard to get when a cus- 
tomer walks in. 

3. If the item isn’t handy, tell 
"em it’s out of stock. 

4. If they don’t buy, freeze ’em. 
They’ll never come back anyhow. 

5. Tell customers your persona! 
problems. They’ll eat this up. 

6. Don’t bother to learn how the 
stuff is made. You’re not an engi- 
neer. 

7. Never smile. What’s there to 
smile about—with your headache, 
corn and hangover. 

8. Promise delivery whenever 
the customer wants. Let the deliv- 
ery department worry. 

9. Don’t read the store’s ads. 

10. Never straighten the stock. 
The mess makes the place look 
busy. 

11. Spell 
wrong. 
does. 

12. If the customer is thin, fat, 
short, tall, don’t fail to mention it. 

13. Don’t bother to know your 
stock. Plenty of time to go explor- 
ing when the customer comes in. 


the customer’s name 
Everybody else probably 


80 © HARDWARE AGE, January 29, 1959 


14. Try to make the sales slip 
as illegible as a doctor’s prescrip- 
tion. Looks very professional. 

15. If the customer complains, 
tell her you only work here, you 
don’t make the rules. 


1958 was record year 
for building activity 


Last year established a record 
high for new construction, accord- 
ing to a joint estimate by the 
Depts. of Labor and Commerce. 

The record dollar value of new 
construction totaled $49 billion. 
That’s $900 million or about 2 
percent above the old record of 
$48.1 billion spent in 1957. 

Private construction accounted 
for almost 70 percent of the total 
building. This was not an increase 
over the $34 billion total for last 
year. 

Public construction was up 6 
percent to a new peak of $15 
billion. 

The agencies state that it ap- 
pears that the actual physical vol- 
ume of new construction put in 
place in 1958 was about the same 
as in 1957, and slightly below the 
peak of 1955. 


Hardware wholesalers’ 
sales gain 3°% in Nov. 


Hardware wholesalers’ sales 
for November, 1958, were esti- 
mated by the Commerce Dept. at 
$183 million. That’s an increase 
of $6 million or 3 percent over 
November, 1957. 

Sales in November were $33 
million or 15 percent less than in 
October. 

Cumulative sales for hardware 
wholesalers for the first 11 
months in 1958 were $2,005 mil- 
lion. That’s $122 million or 6 per- 
cent below sales for the same pe- 
riod in 1957. 


Hardware store sales 
$225 million in Nov. 


November retail hardware store 
sales were $225 million, slightly 
under the same month last year, 
the Commerce Dept. reports. 

November sales were $4 million 
or 1.75 percent below November, 
1957. 

November sales were $17 million 
or 7.03 percent below October this 
year. 

Here are the Commerce Dept. 
unadjusted estimates of retail hard- 
ware store saies for the last three 
years: 


(millions of dollars) 

1958 1957 1956 

January $172 $163 $175 
February 154 174 171 
March 178 208 207 
April 224 221 227 
May 257 253 266 
June 238 248 275 
July 227 238 250 
August 223 234 251 
September 225 225 245 
October 242 240 258 
November 225 229 254 

Eleven- 

month 
total $2,365 


$2,453 $2,579 


December _ 283 314 





Total $2,736 $2,893 


Paint industry backing 
move for safer labeling 


The paint industry is a partner 
in a proposed model bill for either 
Federal or state legislation that 
would modernize laws regulating 
precautionary labeling of hazardous 
substances used in the household. 

The paint industry is represented 
by the National Paint, Varnish & 
Lacquer Assn., 1500 Rhode Island 
Ave., N. W., Washington 5, D. C. 


Business failures dip 


Business failures dropped to 
169 in the week ended Jan. 1, 
down from 185 in the previous 
week, reports Dun & Bradstreet, 
Inc. The level was at the lowest 
point since the week ended Dec. 
26, 1957. 
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coming up! 
% Sales-Compelling “Look Ahead" Lenox Patterns! 


% Sales-Tested Promctions, PROMOTIONS, 
PROMOTIONS! 


Your Customers have already seen Branchell 


¥%& Hard-Hitting National and Local Advertising iste @=-a m prestige 


— HOUSE BEAUTIFUL « HOUSE & GARDEN 
¥* A Complete Merchandising Program for...RECORD : aeehth> Gemnetle 


SALES * FAST TURNOVER + VOLUME PROFITS! p.s. Watch for More! 


Be Sure to See the Lenox-I/nspired Branchel/ Line 
Before You Buy! 
LENOX PLASTICS, INC., OLEATHA AVE., ST. LOUIS 16, MO. 
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SEND FOR CATALOG 
AND JOBBER’S NAME 


NAME 
TITLE 
COMPANY 


STREET 


CITY/STATE 


r 


PROFIT 


Every gleaming red vise in the big 
Simplex line has extra sales fea- 
tures your customers can see. 
Heavy steel slide protects screw. 
Replaceable nut and hardened 
steel pipe jaws are bonuses. 
Liberal discounts and merchan- 
dising aids build profits. 


| Desmond | 
| Simplex | 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 


ah ae Te RAR em 
Want more facts? Circle 144, p. 53 
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—— Consumer Mailers—— 


New Wholesalers’ Aids 


for Dealers’ Use 








Blumberg Spring, Summer 
mailer has best sellers 

A 24-page garden Almanacx 
and Catalog mailer of the Blum- 
berg Co., Brooklyn, N. Y., whole- 
saler, features best selling Spring 
and Summer items. The mailer is 
suitable for both large and small 
dealers since the mailer does not 
cover a large inventory. 


A planting guide or almanack 
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runs through the four color book 
to help the consumer plan his 
garden. Specials are included to 
increase store traffic. 

The mailer may be dealer im- 
printed and will be distributed to 
March. 


dealers in early 


Ace tabloid circular 
to boost store traffic 

This Ace Clearance Sale circular 
is designed to get more traffic. Six 
coupon specials plus many reduced 
prices are included in the tabloid 
size mailer. 

The three-color circular is for 
mid-winter clearance use. Many 
items listed are priced at reduc- 
tions, ranging from 1/3 to % off 
for the coupon specials. 

Ace Hardware Corp., Chicago 
wholesaler, plans extensive news- 
paper coverage with full page ads 














— TREATED 


iN} 
siLicO POPPET 


RUBBER 


Tapped one or two 
holes for attaching 
™® Pressure Switch, 
Pressure Gauge or 
Snifter Valve. 


No. 350 


Here’s the answer to your 
Check Valve problems on submersible 
pumps. The taper-type rubber poppet 
is noiseless, can’t leak, opens easily. 
Works in any position. All bronze body. 
Four sizes, 1” through 2”. May be 
tapped for one or two side connections 
as shown. Used as original equipment 
by many leading pump manufacturers. 


Order from your Jobber or write 
today for Bulletin No. 304 


STRATAFLO PRODUCTS, 


FORT WAYNE 1, INDIANA 


INC. 
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NEW 


Merchandising Ideas 


Looking for more profits, better 
salesmanship? Hundreds of deal- 
ers have used this Hardware 
Age reprint as a source of ideas 
for sales training meetings, etc. 


Self-Service 
Salesmanship 


10c each 


Selling in a self-service store re- 
quires a new type of salseman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 


order copies from 
Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 











how do you rate yourselt? 


On performance, ability and character? This is how 
you rate others— and it is how others rate you. But 
no rating— business or personal—is permanent. Each 
changes with the facts. 

Your current credit rating, based on up-to-date 


facts, helps you buy and borrow on the best possible 
terms, when you want to, without delay. 








How can you protect this priceless business asset? 
Simply send your latest financial statement to Dun & 
Bradstreet. Your statement, mailed in now, will be 
sent immediately to your suppliers. It also assists the 
Dun & Bradstreet reporter in knowing your business 
better before he calls on you. The report he writes 
supports and influences your rating in the Reference 
Book. You deserve, and your suppliers need, the best 
credit rating you can get, based on current facts. 








Make sure others rate your business according to its latest performance figures. 
Mail your latest financial statement to Dun & Bradstreet today, or as soon as 
available. 


Dun & Bradstreet, Inc. 


99 Church Street, New York 8, New York 
Want more facts? Circle 146, p. 53 





NEW — AUTHORITATIVE—COMPLETE—HARDWARE AGE 


BUILDERS HARDWARE HANDBOOK 


by Adon H. Brownell, A. H. C. 


All the basic facts about Builders’ Hardware presented in simple, easy to understand language. 


Detailed description of functions—applications—specifications and estimating. 


234 pages 
385 illustrations 820 
81/2" x 11” clothbound 


Skillfully organized and easy to understand, this exclusive 





handbook provides the information necessary to operate a 


Please send me copies of HARDWARE 
Hardware Age, Dept. Al AGE BUILDERS' HARDWARE HAND- 


an map 56th & Chestnut Sts. BOOK by Adon H. Brownell, A.H.C. 

publication of "Taking the Mystery Out of Builders’ Hard- Philadelphi 9 P | will send payment upon receipt of the 
* ; : iladelphia 39, Pa. invoice in the amount of $8.00 per copy, 

ware’ by Mr. Brownell, in 1940, has there been made avail- plus 45 cents handling and postage 


basic builders’ hardware business at a profit. Not since the 


able in one source so much practical, down-to-earth informa- 


tion about the builders’ hardware business. Name 


Recommended by Address 
National Builders’ Hardware Association City Zone _ State 
and the American Society of -— Check here if sending payment with order, saving you the 45 cents 
Architectural Hardware Consultants nancane end postage charge. 
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HARDWARE WEEK SPECIAL HS-159 
You get 12 tubes of PLASTIC ALUMINUM 


plus 2 FREE “SURPRISE” TUBES in this 
a 
reasure Viest 


YOUR PROFIT MARGIN NEARLY 50°% 
You get 12 big 5% oz. $1.00 tubes of DURO 
PLASTIC ALUMINUM, the original meta! in putty 
form . . . the fastest selling fix-it item on the 
market today. DURO PLASTIC ALUMINUM can be 
imitated, but not duplicated. 


PLUS 2 FREE TUBES OF EITHER: 

DURO PLASTIC RUBBER, chemically vulcanizes to repair 
most everything made of rubber or canvas. Big 4 oz. tube 
only $1.00 OR 

DURO PLASTIC PORCELAIN, just the trick for a chip or 
nick. Repairs chipped or worn down porcelain. 134 oz. tube 
only $1.00 OR 

DURO PLASTIC ALUMINUM. The 2 surprise tubes are packed 


in your Treasure Chest carton. You're a winner with any 
combination. 











*®eeee 8 oS 
. 


a 
x 
wm 


Retail Value ; FREE UPON REQUEST 


| | Self-Selling Wire Display Rack 

|} Display Cerd [| Winuow Banners 
| | Ad Mats | Envelope Stuffers 
| | Sample Applications 

Fill in and return the postpaid card 
included in your Treasure Chest carton. 


AMM eee Vi 


e~@ee0000/%) 


MMM hindiddiidide 


Pata | Dealer Cost 
MECHGLAR 


ORDER STOCK NO. HS-159 FROM YOUR JOBBER 


the W OODHILL Chemical Co. - 1390 East 34th St, Cleveland 14, Ohio 


“Originators and World's Largest Manufacturers of Plastic Aluminum" 
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You can increase 
your sales volume { 
and net profits with 


TARPAULIN SALES PROGRAM 
for WHOLESALE DISTRIBUTORS 


> 
Here’s how 
YOU GET 
@ A Suggested Stock of 5 sizes 
that represents 90% of Tarp Sales 


@ Low $ Investment Complete selling and merchandising 
@ 35% Increase in Tarp Sales aids 


WRITE FOR COMPLETE re a } HOOSIER Tarpaulin & Canvas 
INFORMATION as MAIL THIS Goods Co., Inc. | 
AE COUPON TODAYD $ °. ©. 80x 574, Indionapolis 6, Ind. 


— Please send me your New Tarpaulins 
Soles Program for Wholesale Dis- 


Pron tributors 
Lo ketet4 t am 
TARPAULIN AND CANVAS GOODS CO., INC. 


1302-1310 West Washington Street 
Indianapolis 6, Indiana 


95% Net Profit 
Fast Turnover 


Customer Satisfaction Guaranteed 





Nome ... Title 
Firm Name 
Street Address 


City Zone State 
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in the Chicago Tribune, Milwau- 
kee Journal and the Minneapolis 
Tribune to back up a direct mail 
campaign. 


ACE HARDWARE 


ad 


Index added to section 
on new merchandise 


An index has been added to the 
section of HARDWARE AGE giving 
information on new products and 
on new merchandising aids. This 
index is on page 37, the beginning 
of the Buying Check List. 

The index will help readers find 
items in which they are interested 
faster and easier. 

Additional information on items 
in the Buying Check List, and in 
advertisements in this issue, can 
be obtained by circling appropri- 
ate numbers on the business reply 
card on page 53. 


Promotions 


Manufacturers’ New 
Merchandising Plans 














Sale of water systems 
aided by new Tait plan 

The Tait Mfg. Co., Dayton, 
Ohio, has a plan to help dealers 
sell more water systems. 

The plan is outlined in a book- 
let titled “The Tait Plan for Im- 
proved Water Supply and _ In- 





creased Power Use” that is avail- SELL T 
able to dealers through Tait. aul THE 


The idea behind the plan is the 


cooperation between the local NEW W'SANDVIK No. 15 BLICK SAW 
rural electric system, the Rap- 


idayton wholesaler and the dealer. 
The rural electric system offers 
to supply free power for a lim- 
ited time to purchasers of new .. 7 
pumps. ~ PROFIT-MAKER eZ 
According to Frank G. Hickey, FROM Oo 
vice-president and sales manager SANDVIK. 


of Tait, the plan also “opens the 


door for the sale of other water- | FOR ALL USES— 
handling appliances and equip- - HOME, FARM, 

ment. The plan is_ effective —_ 
whether there is a high or low 


saturation of water systems in 
Priced to meet the toughest 


competition. Available with 30” and 

36” exclusive, @) Patented Sandvik 

“Hard Point’ Swedish Steel Blade—%4” wide 
—Outlasts 3 ordinary blades. @ Jiffy- 

as . Tension Thumbscrew — Makes Blade changing a snap. 
t.itmne AR 


lace Siesta \¢5 ily STEEL INC 
WATER SUPPLY d | VI 


i Saw & Tool Division 
and increased 





POWER USE 4670 1702 NEVINS ROAD. FAIR LAWN. NV 


THE WORLD’S GREATEST NAME IN BUCK SAWS 
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His Hardware Age = THE TRADE CALLS ~ 


the area. And it appeals as much | Ad. Brought Results— Db Y K & M 
to the suburbanite as to the | STEEL BLUE’; 


farmer.” "As a Manufacturers’ Represen- 

A “Pump Day” promotion fea- tative, getting the HARDWARE 
turing a free pump has also been | 
developed, including displays, 


posters, ad mats and radio and 
TV scripts for dealers. secured several desirable lines 


through the Advertisement | 
placed in the AGE in December. 


With best wishes for your con- 





il 


AGE is a necessity, especially 


in view of the fact that | have 


Fr, : 
HUT ooo 


Skil launches spring 
hedge trimmer offer 


Skil Corp., Chicago, has a hedge 
trimmer promotion that offers A Satisfied Advertiser 
customers a 50 ft extension cord | 
with the purchase of a Model 513 
hedge trimmer. | = 

ae , er — Popular package 8-oz. can fitted with 

The combination offer, Model oo i. GIBSON Bakelite cap holding soft-hair brush 

8513 Hedge Trimmer “Kit,” sells , for applying right at bench; metal sur- 
" = A GRIPPER face ready for layout in a few minutes. 
for $44.50, the retail price of the 4. | The dark blue background makes the 

i ; . CLIPS | scribed lines show up in sharp relief, 
trimmer alone. The extension cord 7 , | prevents metal glare. Increases effi- 

rc | | ‘iency and acc 
alone retails for $6.95. | | , KEEP | ciency . a me 
. ° Sat rive r infor ion 
Dealer promotional aids are INGS | 


also included with the kit. Win- IN PLACE || THE DYKEM COMPANY 


BRIGHT FINISH Double Spring Action : Established 1920 


stuffers and a series of three ad GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. || 35 — oan - ees nia 
mats are available. = = 


. 
a¥ 
‘- 
4 
“ 
.* 


tinued success.'’ Sincerely yours, 
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Tete 
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News About Dealers: Hebron Hardware Of 
Ohio Reopens, Burned Out In Late 1957 





Bielee ye Lake, Ghio—HEB- 
RON HARDWARE STORE was 
formally reopened in a newly 
erected building. The new 
building has an area of 2,560 
sq ft plus a basement storage 
room and a large parking 
area in the rear. It was 
built on the site of the hard- 
ware store destroyed by fire 
in 1957. Mr. and Mrs. Ellis 
tees are the owners. 

Pottstown, Pa. Frank 
Ackerman, manager of VAN 
BUSKIRK AND BROTHER hard- 
ware store at 226 High St., 


has retired from active man- 


agement of *the store after 


some 35 years of service. He 


will remain with the firm in 
an advisory capacity. Robert 
M. Lewis and his brother-in- 
law, Donald G. will 
now share the management 
responsibilities of this pro- 
gressive 97-year-old business. 


Davis, 


Minneapolis, Minn.—A 
new SERVICE & QUALITY 
hardware store was opened 
by Janney-Semple-Hill & Co. 

(Continued on 


page &%) 





F. T. KOVACICH 


Kovacich Is Sales Head 
At Wyoming Hardware 


Wyoming Hardware Co., 
hardware wholesaler at Cas- 
per, has appointed F. T. 
“Steve” Kovacich sales man- 
ager. 

Mr. Kovacich was a terri- 
tory salesman, worked on 
specialty sales and headed 
the sporting goods depart- 
ment. He has been with 
the company since it was 
founded in 1953. 


Weller Names Compton 
Assistant Sales Head 


Weller Electric Corp., Eas- 
ton, Pa., has named Ray C. 
Compton assistant sales 
manager. Mr. Compton is 
handling primarily the hard- 


ware and 
kets. 

He was in the Philadelphia 
sales office of Kaiser Alumi- 
num’s consumer foil division 
und in Monsanto Chemical’s 
consumer products 


automotive mar- 


division. 





al twee i tid 


An Easier Way To Get 
New Product Details 


For an easier, faster way 
to get more information on 
new products and dealer aids 
turn to page 37 of this issue. 
This is the beginning of the 
Buying Check List. Here 
you will find a list of new 
products and aids mentioned 
in this issue. Then use the 
business reply card on page 
93 to get further information 
on products and aids men- 
tioned in advertisements and 
in the Buying Check List. 





American Hdwe. Supply 
Appoints Five Buyers 


The American Hardware 
Supply Co., dealer - owned 
wholesaler at Pittsburgh, has 
realigned posts in its buying 
department. 

The following men _ will 
head up these departments. 

Charles Dingman, heating, 
plumbing and electrical. 

(Continued on page 89) 
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Wallace Will Market 
Bridgeport Brass Line 


Sole marketing and dis- 
tribution rights for the 
Bridgeport- Ware line of 
Bridgeport Brass Co. have 
been obtained by Wallace 
Silversmiths, Wallingford, 
Conn. 

Austin R. Zender will con- 


tinue as president and gen- 
eral manager of Bridgeport, 
and Herman W. Steinkraus 
remains as chairman of the 
board. 

Marketing of a new line 
of decorator - styled Bridge- 
port-Ware is under the di- 
rection of J. H. Asthalter, 
Wallace’s vice - president in 
charge of marketing. 





Central States Club Installs Randy Osborn 
As President At Annual Meeting In Chicago 


R. RANDY OSBORN 


EV. W. SWARTWOUT 


The Central States Hard- 
ware Club installed R. Randy 
Osborn as president at its 
21st annual meeting and din- 
ner party Jan. 12 in Chicago. 
Mr. Osborn is president of 
Turnbuckles, Inc., Michigan 
City, Ind. 

Other 
Wwence 

First vice-president, Clif- 
ford A. Mesler, Buffalo Bolt 
Co. Div. of Buffalo-Eclipse 
Corp. 


officers installed 


CLIFFORD A. MESLER 


BEN LEVE 


Second vice-president, Ev. 
W. Swartwout, Minnesota 
Mining & Mfg. Co. 

Secretary - treasurer, Ben 
Leve, retired from the Car- 
borundum Co. 

Directors elected to serve 
three years are Robert J. 
Donahue, Wabash Screen 
Door Co.; Edgar B. Grant, 
Millers Falls Co.; Roger R. 
Miller, Arvey Corp. 

Attendance at the meeting 
was 225. 





AGE while 


THE 
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M. J. RAGIR 


Ragir Elected VP In 
Major Moves At Ekco 

M. J. Ragir has_ been 
elected a vice-president of 
Ekeo Products Co., Chicago. 
He is president of Kenna- 





Toledo Pipe Threading 
Elects Kirk President 


Toledo Pipe Threading 
Machine Co. has elected Nor- 
man J. Kirk president and 
general manager. 

Mr. Kirk had been with 
Standard Steel Spring Co. 
in an executive post for nine 
years. He previously was 
vice-president and _ general 
manager of the Toledo Ma- 
chine & Tool Div. of E. W. 
Bliss Co. 





track Corp., an Ekco subsidi- 
ary. 

Also recently elected to 
higher posts: Edward Keat- 
ing, executive vice-president 
of Ekco, to the newly created 
position of vice chairman of 
the board; and R. C. Sabini 
and D. S. Burns, West Coast 
executives of Ekco, to vice- 
presidents. 

Mr. Keating will continue 
executive vice - president’s 
duties. 

Mr. Sabini is president of 
Worley & Co., Ekco subsidi- 
ary at Pico Rivera, Calif. 
Mr. Burns is president of 
MeClintock Mfg. Co. and 
Lighting Dynamics, Ekco 
subsidiaries at Whittier, 





NORMAN J. KIRK 





Janney, Semple, Hill Adds Service Men; 


Greatly Expands Its Industrial Division 
Hill & 


Minneapolis wholesaler, 
has added three former Mar- 


Janney, Semple, 


Co., 
shall-Wells stores supervi- 
sors as dealer service repre- 
sentatives. It also has ex- 
panded its industrial division 
extensively. 

The new dealer 
representatives are: 

Wayne Fezler, 13-year 
M-W veteran, covering Jan- 
ney’s Northern Minnesota ac- 
counts. 

Larry Berg, 
M-W, has the 


St. Paul area. 


service 


10 years at 
Minneapolis- 


Les James, 12 years at 
M-W, is western Minnesota 
dealer service representative. 

Janney announced that the 
men will work with former 
M-W dealers who have joined 
its S & Q program 
Jan. 1. 

In expanding the _ indus- 
trial division, under L. V. 
Nyquist, four salesmen have 
been added. They are: 

Carl J. Waldmann, with 
Janney since 1924, calls on 
northwestern Minnesota ac- 
counts. 

(Continued on page 90) 


since 


Industrial Wholesaler Organized In Duluth 
To Sell In Area Of Former M-W Daluth Div. 


A new industrial hardware 
company has been organized 
in Duluth and will serve 
mines and factories in the 
territory covered by the for- 
mer Duluth branch of Mar- 
shall-Wells Co. known as the 
Marshall - Wells- Kelley-How- 
Thomson Div. 

The new company is Mod- 
ern Distributors, Inc. It has 
leased two M-W buildings, 
with 60,000 sq ft of ware- 
house space and offices at 
309 South Fifth Ave. West. 

Operating personnel an- 
nounced so far is A. L. Fah- 
land general manager. He 
was heavy hardware mana- 
ger for M-W. Phillip Schmidt 
is buyer of valves and pipe. 
Mr. Schmidt bought the same 
items for M-W. 

Appointments expected to 


be made early next month 
are Arthur Hepakoski, sales 
manager. He was M-W in- 
dustrial sales manager. Car] 
Von Drasek and Howard 
Quesnel will cover the same 
territories they did for M-W. 

Marvin Meierhoff, of Du- 
luth, is president. He is a 
partner in Modern Construc- 
tors and executive vice-pres- 
ident of Marine Iron & 
Ship Building Co. Mr. Meier- 
hoff announced that a group 
of Duluth businessmen ap- 
proached him on organizing 
the new company. 

Modern Constructors is a 
heavy industry welding com. 
pany, and also sold some 
industrial hardware to its 
customers. This wholesale 
business, amounting to 

(Continued on page 8") 
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men Get Spotlight At Supplee Meeting 


The annual sales meeting of Supplee-Biddle-Steltz Co., Philadelphia 
wholesaler, was held recently at Philadelphia. These award-winning 
salesmen were given the spotlight. Wm. Geo. Steltz, Jr., president, 
gave sales contest awards of engraved silver bowls to each of 20 
top point-scoring men. Another |9 salesmen received smaller silver 
bowls and an engraved scroll. Mr. Steltz also gave the Line of the 
Year Award to Murray Bender, district sales manager, Murray-Ohio 
Mfg. Co. All of the salesmen who participated in Supplee'’s annual 
point scoring contest received gifts. 
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advantages you can see 
-.- that sell—at — profit 


BO HAY iniwsinn 


K 4 versatile sizes 
18 - 24 = 30 - 36 inches 


KK 4 attractive colors 


*K Deep-tone color molded 
throughout 

















a No paint to crack, peel, chip or stain 
a2 No rusting or leaking 
> Popularly priced 
«x Used indoors or out 


KK Attractive display stands available 


Dealer sales of profitable ‘‘BO-KAY”’ Flower- 
boxes are going up, up, up! There is a good 
reason why. No other flowerbox offers so many 
different advantages for so little money! One glance, 
and your customer is convinced. Stock them. 
See for yourself—and profit! 

Full profit ““BO-KAY” Flowerboxes and Ac- 
cessories are available through your wholesaler. 
Call him today, or write direct for the name of 
the jobber nearest you. 

Retail prices range from $2.70 for the 18 inch 
size to $3.98 for the large 36 inch box. Accesso- 
ries include cadmium plated wall brackets for 
mounting on the house and black iron stand for 
use in patio or home. 


be re 
other fast aa 


mo ving 


aoe 


FIBER GLASS 
PLANTERS io \ fe 




















PLASTIC PRODUCTS CORPORATION 
P.O, Box 857 © Cleveland 22, Ohio 
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News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


@ P. & F. Corbin, New Britain, Conn.—Chester R. Kazmer 
to manager of the P. & F. Corbin Chicago office. He has 
worked for Les Gasey Co., Hill Behan Lumber Co., Ace 
Hardware Corp., Stauber Hardware Co. and P. & F. Corbin. 
Russell G. Leonard will retire as Corbin representative in 
Ohio, effective Feb. 1, after 25 years with the company. 
Howard H. Wells, a builders’ hardware specialist for E. H. 
Straus Co., will succeed Mr. Leonard. 


@ Boyle-Midway, Inc., New York—Cecil McMillan, former 
grocery district manager, to Los Angeles division manager; 
Clair Lamb, San Diego district manager, to San Diego divi- 
sion manager; Leon Nicolson to district manager in the 
Los Angeles division. 


@ Hanlon & Goodman Co., Belleville, N. J—Frank D’Am- 
bola from traffic manager to Manhattan, The Bronx and 
Staten Island representative for professional and consumer 
painting tools. He succeeds Harry Earon who covered these 
boroughs for 57 years. 


@ Westinghouse Electric Corp., Mansfield, Ohio—-W. M. 
Byrne, former merchandise manager of electric housewares, 
to eastern regional sales manager for the Portable Appli- 
ance Div., headquarters in New York. 


@ Rubbermaid, Inc., Wooster, Ohio—Joseph Calhoun Far- 
row, formerly with General Electric Supply Co., Atlanta, to 
territorial sales representative in the Houseware Sales Div., 
covering Atlanta, major cities of northern Georgia and Ala- 
bama. 


@ Yale & Towne Mfg. Co., White Plains, N. Y.—H. Knox 
Bryson, builders’ hardware consultant, to manager of the 
Washington, D. C., lock and hardware sales office. 





news in brief of 
MANUFACTURERS AGENTS 


@ Glen Gronberg, 5306 W. 
Lawrence Ave., Chicago, III., 
has been joined by Warren 
E. Gustafson, formerly with 
the Washburn Co., Rockford, 
Ill. This agency represents 
hardware and _ houseware 
manufacturers in the Chicago 
area, Illinois and Wisconsin. 
Mr. Gronberg was formerly 
with Washburn Co. as west- 
ern sales manager until he 
established his own agency 
in 1956. 
WARREN GUSTAFSON 
@ Reid & Taylor Co., Dallas, Tex.—Paul H. Speaker is now 
associated with H. S. Taylor, 2011 Cedar Springs, Dallas. 
Mr. Speaker was previously associated with Huey & Philp 
Co., Dallas. 


@ Arvin Industries, Inc., Columbus, Ind.—Washington and 
Oregon to Ericksen-Gruber Co., Portland, Ore.; Utah, Idaho, 
Montana, Wyoming, Colorado, Arizona and New Mexico to 
W. P. Clayton Co., Salt Lake City; California and Nevada 
to Eric F. Chemnitz Co, Emeryville, Calif. 


@ William Kelley, Evanston, Ill—James C. Snow, former 
sales promotion manager, Hibbard, Spencer, Bartlett & Co., 
joins as sales representatives. 


@ Plas-Tex Corp., Los Angeles, Calif—Ohio, western 
Pennsylvania and West Virginia to Clark Housewares Sales 
o., Cincinnati; Michigan to Don Rose Associates, Detroit. 








News About Dealers: 





(Continued from page 86) 
in Bloomington. The 6000 sq 
ft building was formerly oc- 
cupied by a Super Valu 
store, which moved to larger 
quarters. Owner of the new 
store is Richard Davis, who 
formerly owned an S. & Q. 
store in Sandstone, Minn. 


Monticello, Minn.—PITT 
HARDWARE held a _ three-day 
grand opening in October in 
its remodeled and enlarged 
Main St. store. 


Industrial Wholesaler 
Organized In Duluth 


(Continued from page 86) 
around $200,000 a year, is 
being turned over to Modern 
Distributors. 

Modern Distributors. ex- 
pects to begin operations at 


News of the Trade 





once, with sales for the first 
year estimated at $2 million. 
Four salesmen will travel 
territories. 

The Duluth branch was 
the last branch of M-W, and 
was purchased by Coast-to- 
Coast Stores Central Organi- 
zation, Inc., of Minneapolis, 
(HA, Jan. 15, p. 149). 


M-W Billings Branch 
Selis Plumbing Dept. 


The plumbing and heating 
supply business of the Bil- 
lings, Mont., branch of Mar- 
shall- Wells Co. has _ been 
purchased by Globe, Inc., 
Minneapolis. 

Globe has purchased the 
plumbing and heating in- 
ventory, and the furniture 
of the Billings branch. It 
has also purchased the build- 
ings and will operate Bil- 
lings as a branch. 





American Hardware 
Appoints Five Buyers 


(Continued from page 86) 


William Udischas, tools, 
lawn and garden, toys. 

Jack Apple, housewares, 
electric housewares. 

Richard Wanek, paint, 
heavy hardware, automotive. 

Richard Blair, builders’ 
hardware, sporting goods, 
outdoor living. 


“WILLIAM UDISCHAS 


JACK APPLE 


RICHARD BLAIR 


* he : ‘a 


RICHARD WANEK 

















Qtep up your cales with 
SOUTH BEND TOY 


—Leader in year ’round 
best sellers! 





SS 


Get your share of the extra profits with the 
exciting new “300” Bowling Game. Automatic- 
type pin setting speeds action. You get 
strikes, spares and a perfect score just as in 
regulation bowling. For all ages. May be 
played indoors or out. 





South Bend Croquet is stronger than ever. Smart styling... 
rugged rock-maple construction. ..grooved and knurled balls, 
plus South Bend's exclusive automatic arch, are features that 
ring up fast, easy sales —register good profits for you. 


New York— Suite 424, 200 Fifth Avenue, New York 10, N.Y. 
Chicago— Suite 1435, Merchandise Mart. 

Midwest—South Bend, Indiana. 

South—633 — 3rd National Bank Bidg., Nashville 3, Tenn. 
Denver & Pacific N.W.—2840 W. 93rd St., Seattle 7, Wash 
Calif. & S.W.—2200 Ocean View Ave., Los Angeles 57, Calif. 
Canada—Standard Cycle Products, Toronto, Ontario. 


SALES 
OFFICES 





Preferred and trusted by America’s parents for 85 years! 


SOUTH BEND TOY. 


Want more facts? Circle 153, p. 53 
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Janney Adds Men and 
Expands Division 


(Continued from page 87) 
R. E. Christie, an employee 
since 1934, has Minneapolis 


WAYNE FEZLER 


LES JAMES 


RUSSELL HALLBERG 


St. Paul line yard lumber 
companies and wood manu- 
facturing accounts. 

A. QO. Edlund 
Perry, with 


and R. E. 


LARRY BERG service from 





Minnesota Dealers Elect Lars Mohagen 


New officers and directors of the Minnesota Retail Hardware Asso- 
ciation elected at the annual meeting at the Leamington Hotel, 
Minneapolis, Jan. 5-7 are seated, left to right, E. Ve-non Ellingson, 
Ellingson Hardware & Implement Co., Cambridge, new director: 
Lars Mohagen, Mohagen's Hardware & Furniture, Elbow Lake, new 
president; Carl Settergren, Settergren Hardware, Minneapolis, new 
vice-president; Hardy Rickbeil, Rickbeil's Worthington, retiring board 
member. Standing, left to right, Buck Doran, Farm & Garden Service, 
Duluth, holdover director; A. N. Theismann. Andy's Hardware, 
Wabasha, advisory board member; C. J. Christopher, Minneapolis, 
association manager; A. J. Pierre, Schleck Co., Inc., St. Paul, 
advisory board member; Donald Huemoeller, Huemoeller Hardware, 
Truman, holdover director; Jack Mueller, Beltrami Hardware Co.. 
Bemidji, director. An advisory board member not shown is Walter 
Bahner, Marshall-Wells Store, Foley, Minn. 
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News of the I ccccnisiieianiin 


1933 and 1941 respectively, 
will call on Minneapolis-St. 
Paul industrial manufactur- 
ing accounts. 

Russell Hallberg has been 
named merchandising man- 
ager of the industrial divi- 
sion. He has been with Jan 
ney since 1930, most recently 
«us buyer for heavy hardware 
sand mill supplies. 


A. W. Sellers Elected 
Werner Vice-President 


Arthur W. Sellers, general 
sales manager, has 
elected vice-president of sales 
by R. D. Werner Co., Inc., 
aluminum ladder manufac- 
turer of New York. 

Mr. Sellers joined Werner 
four years ago after serving 


been 





ARTHUR W. SELLERS 


as Eastern sales manager of 
the Appliance division of 
General Mills, and as general 
sales manager for Globe 
Lighting Co. and the doll di- 
vision of Noma Electric. 

















OBITU 


ARIES 








Morris Sunshein 


Morris Sunshein, 74, a re- 
tired Newport, Ohio, hard- 
ware dealer, died in Miami, 
Fla., last month. The Sun- 
shein Hardware Supply Co., 
founded by Mr. Sunshein 
more than 25 years ago, has 
been operated by his _ son, 
Robert, since his father’s re- 
tirement about a year ago. 


Dwight C. Wilcox 


Dwight Clifford Wilcox, 
75, founder of four Wilcox 
Hardware stores, died sud- 
denly at his Midland, Tex., 
home. He was connected with 
the hardware business for 
more than 50 years. 


Robert J. McCormack 


Robert J. McCormack, 
manufacturers’ representa- 
tive, died recently in the 
Georgia Baptist Hospital, 
Atlanta, Ga. He represented 
eight hardware lines in the 
southeastern states. 


Ernest S. Moeller 


Ernest S. Moeller, 57, as- 
sistant traffic manager for 
Huey & Philp Hardware Co., 
Dallas wholesaler, died last 
month after a long illness. 


Walter Louis Weber 


Walter Louis Weber, 55, 
owner of the Weber Hard- 
ware store, died in his High 
Ridge, Mo., home of a heart 
ailment. 


Robert D. Fowler 


Robert D. Fowler, 79, vet- 
eran hardware merchant, 
died recently in St. Johns, 
Mich. He had been in the 
hardware business for 63 
vears and for the past 28 
years had operated a store 
with his son, Charles. 


Malcolm E. Reid 


Maleolm E. Reid, 70, died 
in a Dallas’ hospital last 
month after a heart attack. 
He was the founder and 
owner of Malcolm E. Reid 
Associates, now Reid & Tay- 
lor. 


C. G. Heiby 


C. G. Heiby, 85, retired 
hardware merchant, died 
last month in Wood County 
Hospital, Bowling Green, 
Ohio, after an illness of sev- 
eral months. 


John Henry Wurst 


John Henry Wurst, 8&4, 
salesman for Edward K. 
Tryon Co., Philadelphia 
wholesaler, died Jan. 13 at 
his home. He was with the 
firm 68 years. 


James S. Madigan 


James S. Madigan, 75, co- 
owner of the Munising Hard- 
ware Co., died in Minneapolis, 
Minn., recently. He had been 
a co-owner for the past 33 
years. 








The new suburban Philadelphia warehouse of Franklin Hard- 
ware and Supply Co., dealer-owned wholesaler, has just 
been completed and is fully operative. The square, one-story 
building rests on a 9-acre plot of land. It is a few miles 
from the Pennsylvania Turnpike at Warrington, Pa. Ware- 
house features 50,000 sq ft of space, weather-enclosed truck 
bays, adjustable steel binning, slimline lighting, and air 
conditioned offices. The Franklin management team (photo 
opposite) from left: Robert E. Lewis, warehouse manager; 
Edward E. Lane, sales promotion manager; Howard W. 
Cartwright, manager of purchasing; F. Leon Herron, presi- 
dent and general manager; Richard S. Broderick, sales 
manager; and Arthur L. Rudnick, assistant treasurer. 


Vv 


The largest annual sales conference in its history was held recently by the Lufkin Rule Co., at the company's main office in Saginaw, Mich 
Some 67 salesmen and personnel from New York and Ontario divisions attended. They saw new products and advertising and promotional 
programs. They heard that ‘the general outlook for 1959 was that it would be the biggest year" in Lufkin history. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 

(Special Rate) set solid. 

50 words aren sli 

Each additional word 

Allow Seven Words for Keyed Address 
or Your Address 


maximurmn 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published every other 


Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted Representatives Wanted | Representatives Wanted 





DISTRIBUTORS WANTED 


ISRAELI MANUFACTURER of an excel- 
lent line of shelves, standards and brack- 
ets, seeks Distributors for territories on 
exclusive basis. Prefer those who are well 
established with Sales Organization to re- 
tail hardware stores and department chain 
stores. 


Write for details to: 


M. KOLARI 


44 Whitehall Street, New York 4, N. Y. 
Phone: Whitehall 4-8576 














WANTED 


Manufacturers Representative to eall on 
Hardware Wholesalers, Virginia to Florida, 
for long and well-known profit-maker spe- 
cialty line. Must have wide acquaintance 
among hardware wholesalers. Our products 
are widely used in the home and by many 
businesses. 

Address Box (45, care of HARDWARE AGE 

Chestnut & 56th Sts.. Philadelphia 39, Pa. 


REPRESENTATIVE 
WANTED 


Aggressive West German export 
sales organization wishes to estab- 
lish contact with well introduced 
manufacturers representatives in the 
field of mill and plumbing supplies, 
hand tools, garden tools, light and 
heavy hardware. Entire line is fully 
made in accordance with U. S. spe- 
cifications and marketing require- 
ments and exceptionally competi- 
tive. Liberal commissions. Write for 
details to 


Address Box 142, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 














SALESMAN 


To call om RETAIL hardware dealers. department 
stores, garden centers, and discount houses. Several 
fine territories open. Exclusive. Top commission 
earnings. High rate. Popular line for homes. Di- 
rect from manufacturer. Permanent position. Give 
territory and other details. 

Address Box (26, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 





























EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item ackaged for 
sale to plumbing ne houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 123, care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


FACTORY REPRESENTATIVE DESIRES 
ASSOCIATE working Ohio, Indiana, Illinois 
Wisconsin, Michigan with gocd reputation and 
coverage entire wholesale hardware and contract 
builders hardware field. We represent numerous 
major builders hardware senineiunane Desire 
combining our sales efforts with aggressive associ- 
ates. For particulars write: Address: Box N-22, 
care of Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


_ SALESMEN—SELL 
industrials, hardware, 
Liberal commission, 


PAINT BRUSHES, to 
paint stores. Quality line. 
protected territory. Only 
men now calling on this trade with allied lines 
will be considered. SIRA BRUSH CO., INC 
119 W. 23rd Street, New York ite Bee We 


REPRESENTATIVE WANTED. 

territories open for representatives 
hardware trade to carry complete line of tool 
handles such as Axe, Pick, Sledge, Hammer, 
Shovel, Hoe, Rake Handles and many other types 
of wood turnings. Liberal Commission. Address: 
Box 129, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


Some choice 
calling on 
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FRANCHISE AVAILABLE 


Products never before offered on the market, te be 
sold to the construction, trucking, and automotive 
industry. All territories are now available. Give 
a complete resume of your background and territory 
you are interested in. 


HUDSON T. MARSDEN MFG. CO., INC. 
645 Beahan Road, Rochester !!, New York 














MANUFACTURERS’ REPRESENTATIVES 
WANTED—by established manufacturer of wax 
applicators and refills, natural sea sponges, 
genuine imported chamcis, lambswool bonnets and 
wash mitts. We produce quality products at 
competitive prices, attractively merchandised and 
with full freight allowances. Many choice terri- 


‘tories are open on an exclusive basis with liberal 


commissions to men who 
hardware, paint, cleaning and sanitary supply 
trades. Send full details in first letter. Beverly 
Manufacturing, 10 Roland St., Boston 29, Mass. 


thoreughly cover the 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission, 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 


LONG ESTABLISHED WHOLESALE 
HARDWARE DISTRIBUTOR located approxi- 
mately 90 miles north of New York City has 
one opening for an experienced salesman. Terri- 
tory established for 25 years. Excellent oppor- 
tunity for the right man to move his family 
out of New York City. Address: Box 140, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


REPRESENTATIVES WANTED TO SELL 
to jobbers a complete line of iking (retract- 
able) and Tow-King universal type trailer hitches. 
Kans., Mo., Nebr., Rocky Mts., Atlantic Coast, 
and a few other areas open. Send complete 
information to The Richline Company, Inc., 
1531 KE. Franklin Ave., Minneapolis 4, in- 


| nesota. 





| 
| 





WANTED MANUFACTURERS AGENTS 


to call on Hardware accounts for all territories 
in the United States and Canada. New revolutionary 
type vise. Send name of manufacturers you now 
represent and territory covered, men traveled and 
all other pertinent information regarding your 
organization 
Address Box ({44, 
Chestnut & 56th Sts., 


eare of HARDWARE AGE 
Philadelphia 39, Pa. 








ONLY REPRESENTATIVES CALLING ON 
DEALERS AND WHOLESALERS WANTED 


ou now calling on dealers, 4s well as whole- 
a lames us immediately for lucrative ymmnow” 
sions at both levels. Our line of rodenticides, insect - 
cides and household chemicals is growing rapidly, as 
is our young, aggressive firm. Some of our mame an 
nationally established, all possess great potential. 
Many areas still open. 


NIP-CO Mfg., Inc., New Rochelle, N. Y. 




















HARDWARE SALESMEN 


hardware and lumber yard 
electrical supply 
Anchor fits all 
types of walls. 
territory te 


Calling on retail 
dealers, also plumbing and 
concerns. One size Screw 
screws and designed for all 
High Commission. Protected 
quaified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St., Hempstead, New York 





- $e 


SALESMEN 


call on Retail Hardware, Dept. Stores, Lumber 
lw Dealers, etc. Metropalitan Y New 
York State, Ohio, Indiana, Illinois, 
West Virginia. To sell Furniture 
Rakes and Handles 


COOPERSBURG HANDLE WORKS 
Coopersburg, Pa. 





New England, 
Legs, Bamboo 











A PROFITABLE PAINT. 

NS LINE? We are well known nationa 
esi ma of high quality, competitively 
priced, paint brushes of every description; pure 
bristle and nylen. Several lucrative territories 
are now available. Very high COMMIAESOR, PES 
tected territories, all shipments — — 
full particulars in first letter. All — 
fidential. Address: Box J-11,_ care 0 ane 
waRE AcE, Chestnut & 56th 5Sts., Philadelphia 
39, Pa. 
HARDWARE 
WANTED for 
England, New 
metropolitan area, 
South Dakota to 
builders’ hardware. 
Commissions. Address: 
warkE Acer, Chestnut & 
39, Pa. 


LOOKING FOR 


REPRESENTATIY\N ES 
Western Pennsylvania, New 
York State including entire 
Iowa, Nebraska, North and 
handle complete line quality 
Protected territory. Good 
Box 141, care of Harp- 
56th Sts., Philadelphia 


SALESMAN TO WORK WITH | MANU- 
FACTURERS REPRESENTATIVE with_estab- 
lished lines. Covering part of New Jersey, 
Pennsylvania, Maryland, Delaware and Washing: 
ton. D. C., calling on the wholesale jobbers, mi 
supply jobbers, and large chains with hardware 
and garden items. Must have car and working 
on ecemmission. Address: Box 138, care of 
ITarpwareE Ace, Chestnut & 56th Sts., Phila. 
delphia 39, Pa. 








Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York. Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, 














CUBA 


Manufacturers’ representatives covering the 
whole country interested in adding plumbing, 
building and hardware lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis. 


Address: Raul Rio, P.0. Box No. 4095, Havana, Cuba 











Ambitious experi 


TORONTO, CANADA. 
Distributor, recently 


enced Hardware Wholesale 
surrendered retail business, desires general lines, 
hardware, housewares, plumbing, electrical, tools, 
etc. Drop shipment basis or otherwise. Guar- 
anteed honest, active, persistent attention as- 
sured. through all outlets. Let’s get acquainted. 
taring to ge. Booster Sales, 118 Ranee Avenue, 
Toronto, Ontario, RU 3-6012 


direct 
desires 
Penna. 


SALESMANAGER—age 36, 12 years 
sales, sales promotion, and management 
to represent companies to sell products in 
and South. Have following with major 
jobbers Can offer sales and management 
cea, Will limit number of lines 
resented References available Address: 
146, care of HarpwareE AGE Chestnut & 

Philadelphia 39, Pa 


rep- 
Box 


NEW YORK MANUFACTUR 

Agency wants lines for the 

Hardware, Industrial Supply and 

lleating trades Traveling three men all 
years experience calling on the trades. Ad 
Box N-38, care of Harpware Acre, 
56th Sts., Philadelphia 39, 


UPSTATE 
ER’S Sales 


MANU ‘TU LS 
WITH EXC ELI NT 


REPRESENTATIVE 
connections in the hard 
ware, houseware — garden supply field servic 
ing the Metropolitan New 
desires one additional substantial line. 
presently represent two prestige concerns 
have ample time to devete to the 
profit making line Address: Box 131, 
Harpware Ace, Chestnut & 56th Sts., 
phia 39, Pa 


care of 


Philadel 


BALTIMORE-WASHINGTON AREA Superb | 


agency. Highest 
relocate to home 
only in top quality, 
and/or garden 
and/or industry; or 
years successful top 


for manufacturer or 
successful agent must 
July. Interested 
basic hardware 
basis to jobber 
comparable agency. Fifteen 
management and field sales. Best references. Re- 
lies confidential. Address Box 122, 
TaRpWARE Ace, Chestnut & 56th Sts., 


phia 39, Pa 


opportunity 
calibre. 
area before 
established, 
on exclusive 


Philadel 


ATTENTION MANUFACTURERS 
thinking of offering their line 
retail hardware trade. Party in 
experimental work for you in 
where have 10 years following. 
success with present factory 
took to this idea in 1948 in 
is now meeting with nation-wide success. Ad- 
dress c 143, care of Harpware Ace, Chest- 
nut & Sts., Philadelphia 39, Pa 


that are 
direct to the 
position to do 
North Carolina 
Have had large 
representing who 
North Carolina and 


56th 








Accounts Wanted 











CALIFORNIA 


Wanted to represent. Builders or Gen- 
eral Hardware. Experienced and estab- 
lished with Wholesalers, Lumber Yards, 
Hardware Stores, etc. Can offer com- 
ny and aggressive coverage of terri- 
ory. 

Address: ‘“Advertiser,’’ 2072 Chestnut 
St., San Francisco 23, Calif. 











Business Opportunities 











WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern’ states. We 
have a good proposition for you to sell a com- 
plete fastener line that will fit in with your 
present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 














Southern | 
level | 


56th | 


Whole: | 
Plumbing | 


Chest- | 


York-New Jersey area | 
Ne 


and | 
sale otf a | 


lines | 


care of | 


Help Wanted 








BUYER/SALES PROMOTION MGR. 
PAINT DEPARTMENT 


Excellent opportunity for experienced 
paint man. Locally owned and operated 
concern with II retail stores and sub- 
stantial 15 county wholesale jobbing busi- 
ness. Paint department manager functions 
for both retail and wholesale. Minimum 
five years exclusive paint and paint acces- 
sory sales experience required. We will 
provide necessary training in buying tech- 
niques. Successful paint manager should 
earn $10,000 salary and profit participa- 
tion. 
Phone or write 
Mr. Gutknecht or Mrs. Cramer 
Ri 7-2051, weekdays 8 to 5. 
(No collect calls please). 
Stambaugh-Thompson Co., Box 1528 
Youngstown, Ohio 











HARDWARE 
\pportunity with established 
Arizona, lumber yard. Requisites are experience 
in contract hardware, tracts, estimating, and 
purchasing. This is a key position and applicant 
should have good sales record and _ personality. 
Compensation open.’ Send complete information. 
lumber Distributors, Inc., 970 South Cherry 
Ave., Tucson, Arizona, or telephone I. Man- 
speaker, MAin 4-445] 


MAN WANTED. _ Excellent 


progressive Tucson, 





Business Opportunities 





RETAIL HARDWARE STORE 


Kstablished 32 yrs. 


FOR SALE: 
located in South Jersey Area 
in a fast growing community (where Prudential 
Insurance Co. is now erecting over a three mil- 
lion dollar office bldg.). Stock of over $17,000.00 
of hardware, paints, plumbing supplies, house- 
wares, all hardware furniture and fixtures. Brick 
and frame store bldg. with two five room and bath 
each income producing apartments over store. 3 
car garage and adjoining 2 story warehouse. Must 
dispose of at once due to illness. Will sell for 
$50,000.00 which is below cost and more o- 
$15,000.00 below today’s replacement cost. 

Brokers. Address: Box 120, care of neuen 
Acr, Chestnut & 56th Sts., Philadelphia 39, Pa. 


NO EXTRA CHARGE to 
and address embossed in 
on key blanks. 


have your name 
beautiful raised letters 
Order as few as three 
of a number. Complete details in our bulletin 
#858. Write today: HAZELTON CHAIN CO 
81 Kemble St., Roxbury 19, Mass. 








dozen | 


CHOICE LOCATION for new HARDWARE STORE 
FOR LEASE, 30 x 80 ft. in new GALVIN PARK 
SHOPPING CENTER, with 12 other stores. Rapidly 
growing residential area. Acres of Parking. Corner 
E. 4th and Grove, Ontario, Calif. For particu- 
lars, write: 


R. G. Wirth, 1339 E. 4th St., Ontario, Calif. 








DO YOU WANT TO RAISE CASH 
DO YOU WANT TO SELL OUT? 


If you want a sale, 
removal or closeout, 
liable and productive 
prospectus today. 


J. H. Voli Sales Service 
115 West Main Street Madison, 


reduction, money raising, 
get America’s most re- 
sales plans. Send for 


Wis. 











HARDWARE 


PAINTS HOUSEWARES AP 
PLIANCES 


Radio, TV Sets sales and service 
located in small town north central Montana. 
Modern Fixtures, Modern front on store estab 
lished over 50 years ago. Present owner 15 years, 
inventory and fixtures around $55,000.00. Ad 
dress: Box 125, care of Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


HARDWARE-APPLIANCE retail store. 
lished for over 40 years. Located in central 
Calif. in main shopping area. Clean stock of 
hardware, housewares, gifis and paints with fran- 
chises on brand name appliances and _ television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,900. Sacrifice 
sale at well below cost due to age and il] health. 
For details, Address: Box M-26, care of Harp- 
wae Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


Estab- 


CLOSEOU T—$39.95 
Electric Fry Pan, 


value, large size Lasko 
factory guarantee, original 
packing prepaid sample, $14.50. Lots of two, 
$13.50 each. Ask for our constantly changing list 
of closeouts and send information and prices of 
your offerings. Quality only, no seconds. Mac- 
leans, Box 564, Houma, La. 





Positions Wanted 





PURCHASING 
equipment, metals, 
ware Distributor, 


AGENT: Hardware, Tools, 
electric supplies for Hard- 
Manufacturer or Industrial 
Contractor Experienced quoting to Government 
Agencies, Army, Navy and Air Force according 
to specifications. Must be in New York or New 
Jersey area. Address: Box 139, care of Harp- 
—— Ace, Chestnut & 56th Sts., Philadelphia 
39 a 


SALES 


8 years in 


REPRESENTA- 
sales field with 
mechanical background, desires 
actory or agent. erritory 
Southern Louisiana or Indiana and 
area. Experienced in wholesale and 
retail hardware, industrial, houseware and auto- 
motive lines and accounts. Resume and references 
furnished on request. Address: Box 130, care of 
IlarRpW ARE a F, Chestnut & 56th Sts., Philadel 
phia 39, 


EXPERIENCED 
riVE, 44 years old, 
good record and 
employment wit 
South Texas, 
adjoining 








Chang CES New products and new trade names are constantly being added to the listings for 


the next Directory Number of HARDWARE AGE «» Therefore, if you do not 
find in the current issue of the Directory Number the product you are in- 


terested in, write to the ‘Who Makes It” Editor. He'll be glad to serve you. 


HARDWARE AGE 


Chestnut & 56th Sts., 
Phila. 39, Pa. 
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“Automation” 
on the lawn 





_ a 


XEES KRAWLER 
LAWN SPRINKLER 


The Kees Krawler travels across the lawn under 
its own power, using the hose as a track. User 
sets it—forgets it. 

Krawler can be set to travel at either of two 
speeds with choice of two sprays. Can be 
equipped with automatic shut-off at slight extra 
cost. 

Each sprinkler individually boxed and com- 
pletely assembled except for the two arms. 
Packed with wrench and extra set of nozzles. 


Model 100 (25 pounds) for the small to 
THREE — 


average lawn. 
POPULAR Model 10! (29 pounds) for the average 
SIZES to larger lawn. 
Model 102 (40 pounds) for the extra 


large lawn, golf courses, etc. 
Also Automatic Shut-off 


Write P. O. Box 709 for free catalog 
F. D. KEES MFG. CO. 


SINCE 1a74. BEATRICE NEBRASKA 





Pi > a sect act we 


Quality for over 25 years! 


TOOL BOX 
OF THE 
MONTH 


The largest box of its 
kind drawn from one 
piece of metal. Deep 
drawn, seamless tool 
built to aov't specs: 4 
cantilever trays with ad- 
justable dividers: cov- 
ered ton trays: electro- 
welded. ‘continuous piano 

Fabricated 
(184 DG); 22" 

1414 S. 


184DG 


hinges 
model |8" 
(224 DG) 


SIMONSEN INDUSTRIES, INC. 
Michigan Ave., Chicago 5, Ill. 


enn™ pg nol Oe PE aay gia — 


Want more facts? “Circle 155, ». 53 











SELpEwe/e 


THE SNOW WHITE PLASTIC IN A TUBE 


TUB and TILES 
CAULK 
MILLION 
by 


PROVEN TIMES 


FREE SAMPLE —Jobber inquiries invited 
»s* 79%" 


DE WITT PRODUCTS CO. 
5858 PLUMER ST. + DETROIT 9, MICH, “uae 


Want more facts? Circle 156, p. 53 


Ga ¢ 


a ccememenil —_ er az 


94 © HARDWARE ACE, January 29, 1959 


» //) 7 =_— <«- 





Index to Advertisers 





| Airex Div. 


Lionel Corp. 

American Chain Div. 
American Chain & Cable 
Co. | — 

American Thermoplastics 
Products Corp. 

Animal Trap Co. of America 

Ardmore Products Co. 

Arrow Metal Products Co. 

Arvin Industries, Inc. 

Auto-Flo Corp. 


Barcalo Mfg. Co. 

Better Homes & Gardens 

Bommer Spring Hinge Co.., 
Inc. 


Branchell Co. 


C 


Clemson Brothers, Inc. 
Cory Corp. 


D 


Desmond-Stephan Mfg. Co. 
Devcon Corp. 

DeWitt Products Co. 

Dun & Bradstreet, Inc. 
Dykem Co., The 


E 
Embree Mfg. Co. 


G 


General Electric 
Telechron Clocks Div. 
General Wire Spring Co. 64 


Gibson Good Tools, Inc. 85 


Goodrich Industrial Products 
Co., B. F. ’ 6! 


H 


Heller & Co., W. C... 
Hodell Chain Div. 
National Screw & Mfg. Co. 
Hoosier Tarpaulin & Canvas 
Goods Co., Inc. 
Huenefeld Co., The 


Irwin Auger Bit Co. 


K 


Kason Hardware Corp. 
Kedman Co. 


Kees Mfg. Co., F. D. 


_ Lawn Boy Div. 


Outboard Marine Corp. 


| Lionel Corp. 


Airex Div. 


Lenox Plastics, Inc. 





76-77 | 


M 


Magic Iron Cement Co., Inc. 
Mall Tool Co. 

Div. Remington Arms Co. 
Marksman Products Div. of 
Morton H. Harris, Inc. 

Marshalltown Trowel Co. 
Miller & Co., Inc., Robert E. 
Millers Falls Co. 

Minnesota Mining & Mfg. Co. 


| Minnesota Mining & Mfg. Co. 


Graphic Products Div. 


N 


National Screw & Mfg. Co. 


Hodel Chain Div. 


| New York Wire Cloth Co. 
| North & Judd Mfg. Co. 
Northwestern Steel 


& Wire 
Co. 


O 


| Oxwall Tool Co. 


Parks Co., The 

Pioneer Gen-E-Motor Corp. 
Plastic Products Corp. 
Plastics Mfg. Co. 


Portable Electric Tools, Inc. 


R 


Reardon Laboratories, Inc.., 


W. G. 
Rubbermaid, Inc 


S 


S-K /Lectrolite Tools 9 
Safe Padlock & Hardware 

Co. 68 
Sandvik Steel, Inc. 

Sandvik Saw & Tool Div. 85 
Shuford Mills, Inc. 67 
Simonsen Industries, Inc. 94 
South Bend Toy Mfg. Co. 89 
Star Metal Products Co. 
Strait-Line Products, Inc. 
Strataflo Products, Inc. 
Sylvania Electric Products, Inc. 

Lighting Div. 


T 


Taylor Chain Co., Inc., $. G. 62 
Tec Imports 95 
True Temper 56-57 


U 


Union Fork & Hoe Co. 

U. S. Plywood Corp. 
Industrial Adhesive Div. 13 

Upland Industries 96 


19-20 


V 


Victor Saw Works, Inc. 


Ww 


Wickwire Brothers, Inc. 
Woodhill Chemical Co. 











°° LOCKS AT 
ANY ANGLE! 


re : 
ies 

tang 

5 





SS-STRAIT—LINES 


no. 66 adjustable 


RY-SQUARE 


. . . for carpenters, sheetmetal 
workers, builders and home shops... 


Push button release; blade locks at desired 
angles or straight for easy carry and storing. 
All metal, extra durable, precision-built and y 
attractively packaged. My 
New improved +125 es 
STRAIT-LINE Chalk Box, 
extra quick filling through 
nylon slide opening. 











“It’s been smolderin’ ever since we started 
Sold by leading jobbers everywhere. ] | suggesting ‘“Scotcu’ Brand Masking Tape 


STRAIT-LINE PRODUCTS INC. with evry pain ale!” 


P. O. Box 557-A Costa Mesa, California 




















Want more facts? Circle 160, p. 53 





Want more facts? Circle 157, p53 





PDP PDI STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELis 


{ 


y 
7 < DRILSAW 


r THE CONVENIENCE OF 
E | 








ICKLEBACK SELLS 





JOBBER & DEALER ALIK 
CONTAINS 

Two #0 

Four #1 


Soe 28 Retail Value $33.51 
Three #3 Dealer Net $22.34 


One +4 
One #5 


| FREE 11’ x 23’ 2-color Display Board | 


TEC IMPORTS 
Ask Your Jobber. Or Write 15001-03 Califa 
Van Nuys, California 














STISS WOVEITNOUS——IDIANIS 419S-—ST1139S WOVEITNOUS 


i STICKLEBACK SELLS—SELF SERVICE—ST 


: 


STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 


Want more facts? Circle 158, p. 53 
MARKSMAN air pistol shoots all 3 





ALL METAL 
CONSTRUCTION 





retail 


weight and feel of a real 45 \ Miia $695 Display merchandise where —_ Write, Wire or 
powerful « accurate «+ guaranteed ~ VG 


Gift boxed complete \ \ SIN ae | Your Customers can see it— Phone Today 
with BB's, Darts, We | want it—and buy it! -..Yours for the 
sS , ; , ing! 
Targets. _ Only Heller Flexible View Fixtures offer hie os eel 
PELLETS so many sales-proven features. Heller prices... 
For all makes of SEE YOUR JOBBER OR WRITE FOR INFORMATION TO: | fixtures are the right answer for those fast, Ask for Catalog 


Air Pistols & Rifles MARKSMAN PRODUCTS impulse sales that make for greater profits. on av 
», Both .22 & .177 Cal. | MORTON H. HARRIS, INC. JA 


war’ in tins of 500 & 200. LOS ANGELES 25, CALIFORNIA 


U/ } | ri S _ Fireba iF) Games E Mon pelier, 
s % . # | : , : / /  ] Oh “ 


Want more facts? Circle 159, p. 53 Want more facts? Circle 161, p. 53 
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MARSHALLTOWN TROWEL COMPANY e¢ MARSHALLTOWN, IOWA 
Want more facts? Circle 162, p. 53 


Put this hard-hitting display to work for you 





QUICK wep, 
SCREW HOLD yp 
. , — SE WORE 
4 ee 








selling Quick Wedge 


SCREW-HOLDING screwdrivers 


Unconditionally Guaranteed -- Millions Satisfied 
ORDER TODAY — We'll Invoice Your Jobber 
Nationally Advertised in 8 National Magazines 
KEDMAN COMPANY «+ 233 South 5th West «+ Salt Lake City 1, Utah 
Want more facts? Circle 163, p. 53 














YOU'LL SELL MORE _—. ~| CLEAR PROFIT with 


“it DARKS ol a. SKIN-PACKAGED 


Sat Wrench Sets 
SEALER-PRIMER | ) Another first by Upland! ‘‘See-th h kagi 
, nore irs an ee- rou a aginc 
(White Pigmented Shellac) | ne.) peececenneig sor Be ng toca bg ay thy 
WON'T "SETTLE" OUT xo Seep cause THERE'S NO INCREASE IN PRICE. 
REDUCES SPATTERING ss : ’ an END WRENCH SETS 
— i : i t 
SEALS, PRIMES, KILLS ecu | . 3 4 om One dozen per box. 12 gross Pn 
hi hi i weigh ] lb 
STAINS BETTER | a ——— a 
DRIES FASTER oe | No. SP4P — PROMOTIONAL 4 pc. PLATED SET 


Same as above except 19/32°' x 11/16" opening 
5-Gals. — Gals. — Qts. — Prts. ® omitted. Shipping weight 72 Ibs. per gross. 1 2 
FREE SAMPLE—TEST IT YOURSELF | \(-_ gross per shipper Retail 9Be ea. 


By the makers of PARKS Quick-Drying SHELLAC Terms: 2% 10 days, net 30, F.0.B. factory For 


5 a full-line catalog and name of neorest jobber, write: 
THE PARKS COMPANY >, View 
23 bate Street E s cO enmeeitnhiitins eee UPLAND INDUSTRIES, Inc. Uplond 7, Po. 


Want more facts? Circle 164, p. 53 | Want more facts? Circle 165, p. 53 























See the new BUYING 





one set of 4 3-color 


card 


GENUINE, ORIGINAL — 


R EG U LA R— P ‘i : oa ae — pres finish, plus DOMES e); SILENCE 


7 sizes for every need INSULATED 
FURNITURE LEVELER—> : FURNITURE GLIDES 


Adjustable Combina- RUBBER-CUSHIONED! 


tion Leveler and Glider 


for Uneven and Un- TTT seer, ' C7 L ! D E 


steady Furniture. 
wi N SUL axe? SOFTLY, SILENTLY, 

SIZES—I" base, 4 on r SMOOTHLY, OVER 

card; 1'%"", 2 on card; ate : al ALL FLOORING. 
One set of 4 in a | aya. & On Card. Drive = Nees SIZES AND TYPES 
3-color box. 12 boxes into universal socket ; 
ina 3-color display carton. . al or 5/16" hole. FOR ALL WooD OR METAL FURNITURE. 
SIZES: 1/2", I¥e", 4", 4", Se". Va". %". 


Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 














Want more facts? Circle 166, p. 53 
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UTILITY 
j]} CHAINS 


‘ 


| | 
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HALTER 
CHAINS 


HANDY 
CHAINS 


TIE-OUT 
CHAINS 


HODELL CHAIN 
for every farm use 


Chains of all types and sizes are needed on the 
farm. That means good, year-around profit possi- 
bilities for you when you stock the full line of 
Hodell welded and weldless chains... high-quality 
chains for your farm customers. Display Hodell 
animal and farm chains in your store, and Hodell 
Pailettes to sell Proof Coil and BBB Coil chain, to 
make steady profits from sales for the farm. 

Ask your distributor about the full line of Hodell 
Chains or write today for your Hodell Chain catalog. 


RTERS 








=U | ) 


——F, 


DOG 
CHAINS 


LOG 
CHAINS 


DIL ALLN  N N ON  N 











Hodell Pailettes are strong, all-steel, re-usable con- 
tainers. Each holds 100 Ibs. of Proof Coil or BBB 
chain in the four most popular sizes: “As, Ya, “As, or 
¥% inch. 600 or 1000-lIb. barrels, Proof Coil, BBB Coil 
or High Test chains, also available in these and 
larger sizes. 


HODELL CHAIN COMPANY « Cleveland 3, Ohio 


gy 


axrexcxxe’ 


Division of The National Screw & Mfg. Co. 


Hodelil Chains 














Chester Hoists 

































Syn THE HUENEFELD CO. 
yim} CINCINNATI 25, OHIO 


Established 1872 
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